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Knowing markets in terms of products 


sold is the keystone of every successful 
industrial distributing organization ... 
Since its establishment two and one-half 
decades ago, the major editorial aim of 
MILL SUPPLIES has been to develop 
and disseminate product and market facts 
which have aided in the progress of the 
industry toward greater sales efficiency 
...It is fitting, therefore, in September, 
when MILL SUPPLIES celebrates its 
Silver Anniversary, to chart the markets 
for industrial supply products ... Next 
month’s issue virtually will be a sales 
manual of industrial supply products, a 


practical sales tool for every distributor 








For I nspection / 


To legitimate wholesale distributors we will 
send samples of these two new BEAVER Cast 
Alloy-Tool-Steel Reamers . . . carrying charges 
prepaid . . . with the privilege of return for 
30 days 


full credit if desired .. . within 





No. 200 BEAVER SWIVEL 


iy to 2-inch 


Resale Price $4.00 
Jobbers’ Discount 25% 


as ae > 


Reamer cone is of solid cast alloy- 
tool steel with 8 flutes. Can be re- 
ground over and over again—no in- 
serted blades to work loose Handle 
and knob of highest grade Air Fur- 
nace Malleable Iron. . non- 
breakable. 








No. 300 BEAVER 
RATCHET *% to 3-inch 


Resale Price $5.60 


Jobbers’ Discount 254% 






Reamer cone is of solid cast alloy 
tool steel with 5 flutes—no inserted 
blades to work loose Can be re- 





yo 
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ground over and over again. Large 
comfortable handgrip . .. . 
danger of abdominal injury w 
using a Beaver No. 300 Ratchet 
mechanism—fully enclosed 

















PIPE REAMERG.... 


Pipe reamers are a natural addition 


to the constantly expanding line of 
BEAVER PIPE TOOLS. 


Because a pipe reamer is a relatively 
simple tool, it would appear that 
there is littke opportunity to im- 
prove upon existing models already 
on the market. 


However, you will find that BEAVER 
PIPE REAMERS are different 
many people have told us they are 
better. You can decide that for 
yourself! 


We invite legitimate wholesale dis- 
tributors to order samples (carrying 
charges will be prepaid) with the 
understanding that they may be re- 
turned after 30 days if desired. 


BEAVER PIPE [@DLS 


INCORPORATED 
300-400 DANA AVE. 





WARREN, OHIO 
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Ten Years Ago in 


MILL SUPPLIES 
is in its twenty- 
fifth year of 
service to the 


mill supply field 
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Wherever STEAM - AIR - GAS 
OIL or WATER are used ---- 





SENSATIONAL NEW SEALING COMPOUND PROVIDES 
TREMENDOUS SALES POSSIBILITIES AND EXCEPTIONAL 
PROFIT OPPORTUNITY TO MILL SUPPLY DISTRIBUTORS 


Seldom is an opportunity presented which provides the 





SEALS LEAKS profitable sales volume potential of Fostoria TiteSeal. So 
PERMANENTLY thoroughly efficient. so universally needed is this amazing 


development that soon it will be in constant demand by 
industrial plants everywhere. . . . Originally developed to 
meet the severe requirements of aviation engine service for 


Indestructible 
Non-Hardening 


Non-Solvent the United States Army Air Corps, Fostoria TiteSeal has 
Tight-Gripping proved to be so completely successful and so phenomenal in 
Hess. Pree! utility that it is now made available to all industry. .. . 
Vibration-Proof Even under the most troublesome conditions Fostoria 


TiteSeal seals leaks permanently. Its multiple and exclusive 
advantages can be easily and convincingly demonstrated. It 
sells itself. . . . The Fostoria sales policy provides for 
selected distribution, only, and a complete program of sales 
NEVER DRIES OUT cooperation. Complete information is available to progres- 
sive Mill Supply Distributors on request. 


THE FOSTORIA PRESSED STEEL CORP., FOSTORIA, OHIO 


INDUSTRIAL DIVISION 


Non-Shrinking 
Will not Crack 
or Crumble 
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PARKER-KALON 


A MONTHLY 
FEATURE 
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PARKER-KALON 
CORPORATION 
192 VARICK ST. 
NEW YORK, N.Y. 


Where Men Who Sell Parker-Kalon Products Can Exchange Business-getting Ideas 








HARRY RICHARDS PUTS ON A NEW ACT 


ol 


Harry Richards of the Standard-Shan- 
non Supply Co., Philadelphia, has 
“talked his way” into plenty of orders 
for Shur-Grip File Handles. But as 
Harry tells it, “I find that I can sell 
even more of them in less time by a 
little showmanship. Using a No. 3 
Shur-Grip Handle and a 10” mill file 
as props I put on a two-minute show 
at every stop:... 


First, I serew the Shur-Grip onto the 
tang of the file . . . then I unscrew 
it and exhibit the threads which the 
flexible steel die, in the Handle, has 
cut onto the tang. I then let the cus- 
tomer screw on the Handle, and chal- 
lenge him to pull it off. That con- 
vinces him that a Shur-Grip stays on 
until unscrewed”. 


How much do they cost? 
“That’s the question that usually comes 
at this point... my answer to which 


is—-Even if you got the ordinary file 
handles you now use for nothing 
they’re still costing you more than 
you will pay for Shur-Grips. To begin 
with your ordinary handle doesn’t 
last. It cracks and splits from the 
pounding your men give it to keep 
it tight on the file. But a Shur-Grip 
don’t have to be pounded, and so lasts 
almost indefinitely. 


“The Shur-Grip saves the time wasted 
in pounding on the ordinary handle. 
This saving of time, if figured only as 
a few minutes a day, quickly pays for 
the Shur-Grip. Besides, figure how 
much more filing in a day’s work a 
man will do when he is free from that 
constant fear that the handle will 
come off and the file ‘tang’ him .. . 
That’s about all I usually have to say 
to make the sale.” 


This combination of salesmanship 
and showmanship has brought Harry 
an average of three sales out of five 
calls. Orders range from a dozen to 
a half gross of Handles. Harry adds 

-*] haven’t patented this stunt”. 
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(A FREE SHUR-GRIP FILE HANDLE 
will be sent to any salesman request- 
ing it. Try this better Handle and 
see just why customers like it.) 





BELIEVE IT OR NOT- 


It would seem mighty strange in this 
day of fast motor cars and stream 
lined trains to see a high wheel 
bicycle of the 60’s used for transporta- 
tion. Yet, equally unbelievable is the 
fact that many manufacturers still at- 
tach name plates to their products by 
old-fashioned, costly and _ insecure 
methods. Some still use smooth or 
grooved pins; others even tap holes 
for machine screws . .. in spite of 
the fact that thousands of concerns 
have found that the simplest, cheapest, 
and most secure name plate fastening 
is made with Parker-Kalon Hardened 
Metallic Drive Screws. 


Where you find a concern that isn’t 
wise to this better method, suggest a 
trial. Show how these unique Screws 
form a thread in the material as they 
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are hammered into a plain hole . . . 
how they eliminate costly tapping, 
trouble with undersize pins . . . how 
they make a permanent fastening that 
is more secure. 


Remember. though, that attaching 
name plates is just one of the hundreds 
of good applications for these Screws. 
Whenever your customers require a 
permanent fastening to iron, brass, 
aluminum and die castings, steel or 
plastics, these Screws will save money. 
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ALL THUMBS UP 
ON THIS IMPROVEMENT 


Wherever they are introduced Parker- 
Kalon Cold-forged Thumb Screws get 
approval. This improved product has 
what it takes to win favor. Superior 
appearance, exceptional strength, ac- 
curacy and uniformity are provided 
at no higher cost. That is the com- 
bination that every buyer seeks. It 
makes selling easy. 


With Cold-forged Thumb Screws, sup- 
ply house salesmen can compete with 
direct-selling manufacturers and get 
the lions share of the business. And 
that is a sizeable amount, for many 
millions of thumb screws are pur- 
chased each year. Users of this item 
are scattered throughout industry. To 
point the way to them we are giving 
you here a limited list of uses. 


Check up on Products like these 


Mops and brushes, food grinders, auto 
spot lamps, agricultural implements, 
toys, kitchen appliances, switchboards, 
display fixtures, lighting fixtures, ad- 
justable clamps, bridge and = desk 
lamps, surveying instruments, bicycles, 
spraying equipment, steel factory 
equipment, scales, filter presses, lab- 
oratory equipment, control apparatus, 
electrical signs, agitators and mixers, 
air conditioning apparatus, awnings, 
drying frames, damper regulators, vi- 
brators, hospital and dental furniture, 
wash wringers, christmas tree holders, 
tennis racket presses, traffic lights, 
clothes pressers, bottle washers. 
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There are plenty of prospects right 
in your territory. You need only show 
this fine product and quote prices to 
open-up new business. 
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ONLY THROUGH RECOGNIZED SUPPLY HOUSES! 
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A STATEMENT OF FACTS 
EASILY SUBSTANTIATED 


SK any established, experienced mill supply distribu- 

tor what line of pipe tools leads in sales, and his 
answer will invariably be “TOLEDO.” Ask the ex- 
perienced pipe tool users, and their answer will indicate 
a decided preference for “TOLEDO.” Check any large 
job where a large number of pipe tools are used, and 
there you will find “TOLEDOS” predominate. Ask the 
small user what tools he prefers and the answer will be 


“TOLEDO.” 


First of the so-called easy operating pipe tools, 
“TOLEDOS” are today, as one-third of a century ago, 
the acknowledged leaders and are the tools that are in- 


variably specified when quality and dependable service 
count. 


If you are not already a “TOLEDO” distributor, it will 
pay you to thoroughly investigate the “TOLEDO” line, 
its reputation with the trade, the protection and sales 
cooperation it renders its distributors, its rigid resale 
price policy, which assures wide distribution incident to 
adequate stocks and a fair return to the distributor, and 
when your investigation has been completed, we are sure 


you will decide upon “TOLEDOS” as the line of pipe 
tools you will desire to handle. 


THE TOLEDO PIPE THREADING MACHINE Co. 
TOLEDO, OHIO NEW YORK OFFICE, 72 LAFAYETTE ST. 
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JAMES A. CHANNON, EDITOR 


TRADITIONS TO BURN 


TE industrial supply trade is liter- 
ally loaded with traditions. Businesses 
passed from fathers to sons carry on as 
they have for the past fifty or one hun- 
dred years, stressing honorable deal- 
ings, day and night service and mer- 
chandise of quality. 

Unfortunately, however, the tradi- 
tions which have been passed down do 
not stop there. We also find traditional 
systems and methods, which were up- 
to-date and modern in grandfather’s day 
but which creak badly when placed in 
competition with the methods of today. 

Let’s look the situation squarely in 
the eye. Twenty-five years ago, direct 
selling manufacturers were compara- 
tively few in number, today they are 
your most serious competitors. Ap- 
proximately this same situation has oc- 
curred in other industries and trades. 
In some cases it is being met with a 
counter-offensive based on better mer- 
chandising methods. In others the tra- 
dition-bound trade is slowly but surely 
being eased out of the picture. 

The success of the direct-selling man- 
ufacturer is not due solely to improved 
transportation and communication facil- 
ities. It is due, to a large extent, to the 
adoption of aggressive merchandising 
tactics. He doesn’t bury his light under 
a bushel and wait for the world to come 
to his door. He spreads his name and 
the story on his products over the pages 
of industrial magazines, he follows this 
advertising up with direct mail and 
other sales promotion devices, thus open- 
ing the doors of industry to the calls 
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of an aggressive, well-informed, well- 
directed sales force. 

You have him whipped on service and 
on price for service rendered but until 
such time as you tell your prospects, 
and keep telling them, about the advan- 
tages to be had in purchasing from you, 
this fellow is always going to be danger- 
ous and may even run you out of busi- 
ness. 

It has been one of the traditions of the 
supply business that sales promotion 
was a waste of money. It is not uncom- 
mon, in looking over a distributor’s 
budget, to discover the item “Advertis- 
ing” allotted less than a thousand dol- 
lars a year on an estimated volume of 
one million dollars. Few distributors 
have looked on sales promotion as a 
tangible weapon with which to break 
down sales resistance. 

The few who have gone at the task of 
promoting sales in earnest have not only 
found that it resulted in increased vol- 
ume but that it tended to lower sales ex- 
pense. These distributors are hard- 
headed business men. They broke away 
from tradition only because it was 
standing in their paths to increased 
sales. 

Yes, the industrial supply industry 
has traditions to burn and it’s high time 
someone lit the match. Business is bet- 
ter and all indications point to con- 
tinued improvement. Now is the time 
to open the doors of your territory for 
your salesmen with well-planned con- 
sistent sales promotion. It will lower, 
rather than raise, your sales costs. 











THE PLUS + FACTORS IN BETHLEHEM STEEL PIPE 

















th 
tons of e Pex e er 
ver 2 autor ang _ cd 
ehned Y descrip tomotive % hh i I a k i f 
**ybult and ent f90 bate, dou N 4% In makin £ every orm 
ne-bole quale § m 
y. 
q 
emi Fj . 
c. nishe b I I 
tag ae billets and ag of Steel contributes to 
o . 
quality ~heet re * Ferollir & and { fa 
and « at 4 
- BETHLEHEM PIPE 
Open fsa os Alloy Steels Fr 4 4 Aa 4 
techs | ral j “a TL 
drawn am Purpuses lurnace Kag 
rough trol] alloy al 
Nickel 8) turned Med and c, a 
atid tayh | 14M steels round ~ Fn mk ee 
Si bear ole Is: R ae . rail ch an Pe WT. ies ch, 
EMP. { bey © bul Urs, Compr, 8 Sard Pecial steel + Rag and Chisel by. 
dn ie te tem “Periog Phys ala steel Promise jones" Ruarg and ond (letters a, is friction mg 
ie ’ c ” , 3 
*9 and blo. Per atures, Bare b. Proper Stee! F, blades spe np Tk): slitting MUte* for hen 
ands, bi Teight and — cial high Peed shear shear 
te “ 
Bolts and yy, B Mine Cary vee Cary PI Wire and Wi, Pp ‘or holder bits 
urni ain, by * Product, 
Foe ting ne 1nivete—s Berni, "9 Equipme, and hard hi, .8e™ 
Plan a, d Materia} Pikes oil ean “Dany me ch - anneale, Pright naj : CXtra-sofe 
"lane, and yp. *2ed bol, TING se 8 system for ¢..nal-atomis ph *d, no Mahi: bright proces" 
alloy M. special heat Machine =e tionary ang . * Br ace we galy ef g pe. 
Marans « reated c. car 1d my Ha vanized and tel 
UP bolts. Pert el frog carbon 4. ae z rT d Wire. y e 
. q . id oS-litie Pecial > Me rods 
bolts and p ARDEL py be Kk an Gttin ns Auxilig staphis wir . 5M Coated) $x 
hoe-f Uts tay king ¢} K Ty Locom %~ wire Pr Wire 
ged ole Chreade. Otive, Pring «, rde me essed 
and Sd. olid and h d S ils fad Acc, ‘se  k wire: 5 ' wire: B 
rd nu. low Otandard tee g ries a ties, Bape e Wire ETHL Ee, 
by rails: high, oy ender gu d "dE Poultry f MLEHES eae 
€ pl ra ar aad rm N “AMBRiA) 
Ben B 7 Iron Plates sp sae wah als. Stans field 
*+ Desseme chy taple 
Malleabs ’. foundry | Ste. 
AVARI How ut ahh Be °W Phosphor, s Posts f, el Fence Posts 
ali ssemer tee. m fa f, 
e B I Pi . rm 
Miveny Ult- weld, d ? Pe x 4¥ sgn encng Snow ¢ 
and gal, 1nd lay weldet . Posts 7OW fence Rows 
For PPer-bea,P ck 8 
Cort Tings aring . tructu, 
al She 
Des 


NE important reason why the mill-supplies dealer 

can safely recommend Bethlehem Steel Pipe to 

his most exacting customer is the fact that it is made by 
an organization producing every form of steel. 

In the Bethlehem organization all the various manu- 
facturing divisions are closely coordinated, operated as 
a unit. Craftsmanship secrets of one department are 
freely interchanged, made immediately available to all. 

In this way the men responsible for maintaining the 
quality of Bethlehem Steel Pipe freely share the 
benefits of advancements and new developments, in 
laboratories, and in bar mills, sheet mills, and other 


departments, throughout the Bethlehem organization. 

This unusual Dackground of experience and skill 
in every branch of steel-making helps to explain why 
Bethlehem Pipe is so uniformly good. The straight- 
strong welds, freedom from scale, exceptional 
softness ang ductility, and other good qualities of Beth- 
lehem Pipe go far to assure satisfied customers and 
repeat orders. 


hess, 


Bethlehem District Offices are located at Atlanta, Baltimore, Boston, Bridgeport, Buffalo, 
Chicago, Cincinnati, Cleveland, Dallas, Detroit, Houston, Indianapolis, Kansas City, 
Milwaukee, New York, Philadelphia, Pittsburgh, San Antonio, St. Louis, St. Paul, 
Washington, Wilkes-Barre, York. Pacific Coast Distributor: Pacific Coast Steel Cor- 
poration, San Francisco, Seattle, Los Angeles, Portland, Honolulu. Ezport Distributor: 
Bethlehem Steel Export Corporation, New York. 
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With Which is Consolidated INDUSTRIAL DIS- 
TRIBUTOR AND SALESMAN And Combined With 
Mill Supply Salesman. Founded by Ernest H. Smith 
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EDITORIAL 


Mu SUPPLIES is twenty-five years old this 
year. We will celebrate this birthday by publish- 
ing, in our September issue, a special presentation 
of market facts designed to make the selling and 
sales promotion job of distributors an easier one. 
We can think of no more appropriate way of mark- 
ing our anniversary than this. The sales problem 
of distributors has changed radically during the 
last quarter century. Where, in 1911, the dis- 
tributor with a good stock of merchandise could 
be certain that plants in his territory would come 
to him for their needs, the situation now requires 
that he do a scientific marketing job if he wants 
to hold his place in the sun. The first step in this 
job is a knowledge of where his products are used. 
This information is now being gathered from 
manufacturers of industrial supplies to be consoli- 
dated in a concise, easy-to-handle form in the 
coming issue. 


An interesting letter from president John Potts 
to members of the National Supply and Machinery 
Distributors’ Association, points out again the 
desirability of buying policies among distributors. 
He says, “We have little respect or tolerance for 
a fellow distributor who ‘chisels’ when making 
his prices; therefore, just why should we tolerate 
or entertain a proposition from a manufacturer, 
offering us a competitive line on a chiseled basis 
and then expect our regular source of supply to 
meet it? Can we expect manufacturers with a 
satisfactory policy to stand for such treatment? 
I am sure the answer will be ‘No’.” The momen- 
tum behind this movement for two-way fair 
dealing is growing. Its possibilities as a creator 
of fair competition should not be overlooked. 


Tue new territorial organization of the Na- 
tional Supply and Machinery Distributors’ Asso- 
ciation is well under way. Members of the execu- 
tive committee, elected from each of six regional 
areas, were announced on August 1. The territo- 
rial machinery will soon be functioning. The 
American Supply and Machinery Manufacturers’ 


_Association is very wisely considering the advisa- 


bility of holding product group meetings in each 
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COMMENT 


of the six territories. These meetings would be 
free of the diverging points of view which have 
proved a somewhat serious drawback to the suc- 
cess of the product group meetings at national 
conventions. 


Worp comes as this issue goes to press that 
the new governing board of the Industrial Supply 
Research Bureau (formerly Joint Merchandising 
Committee of the Mill Supply Industry) is to 
meet in Richmond, Virginia, on August 2. The 
bureau, it will be remembered, is a trade exten- 
sion of the National Supply and Machinery Dis- 
tributors’ Association, the Southern Supply and 
Machinery Distributors’ Association and _ the 
American Supply and Machinery Manufacturers’ 
Association formed to promote the distribution of 
industrial supplies and equipment through dis- 
tributors. The unfortunate illness of Alvin Smith 
has delayed action on the new plan proposed at 
the last convention but with this scheduled meet- 
ing, it is to be hoped that immediate activity will 
be announced. The plan suggested should have 
a considerable effect in building sales for dis- 
tributors and it is vital that the various promo- 
tion activities get under way while business is on 
the upswing but before purchasing and plant 
operating executives get too busy with other 
matters. 


THe National Machine Tool Show will be held 
again this year after a lapse of five years. Ma- 
chine tool sales have been rising rapidly during 
the last six months and this show is expected to 
further promote the interest of manufacturing 
executives in new and modern production equip- 
ment. Of course, every machine tool sale lays 
the ground work for some distributor to build up 
a good repeat business on machine tool accesso- 
ries. MILL SUPPLIES will cover this show in 
order to bring to distributors and their salesmen 
the last word on cutting tools, precision instru- 
ments and accessories. The distributor who 
keeps abreast of these developments places him- 
self in the position to reap rewards which will 
come with renewed interest in production tools. 
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Wheels, disks, bricks, sticks and special shapes 


GRINDING WHEELS 


WHAT...WHERE...WHEN 


AN really ground his first 

tools—for he shaped and 
sharpened his stone hatchets and 
knives by rubbing them with 
hard stones. Down through the 
ages he continued to use one rock 
to shape another or a piece of crude 
metal, until his pieces to be shaped 
became too hard for working, even 
with days of tedious labor. His 
process of selecting suitable stones 
for grinding had to be refined still 
further. That refining process is 
still going on. 

Today the store of many of our 
cutting tools and many of our ma- 
terials could not be but for grinding 
equipment. And the vital element 
in any grinding process is the ab- 
rasive. 

There are two common abrasives 
today, both electric furnace prod- 
ucts—silicon carbide (SiC) and 
aluminum oxide (AI,O,), each 
known by as many trade names as 
there are manufacturers. The car- 
bide is made in an electric resis- 
tance furnace from coke and silica 
sand; the oxide is fused from the 
mineral bauxite in an electric arc 
furnace. Silicon carbide is harder, 
hence is better than aluminum ox- 
ide for grinding very hard mate- 
rials such as stone, ceramic mate- 
rials and cemented carbide cutting 
tools. It is also more suitable for 
grinding “low-resistance” materials 
(cast-iron, brass and bronze, stone, 
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Technical Editor 


plastics) because it is so hard it 
breaks easily, thus constantly pre- 
sents new, sharp cutting edges to 
the work. Fused alumina (alumi- 
num oxide) is much tougher, hence 
is merely dulled by the softer 
metals. It is usually made in two 
ranges of “toughness,” the less 
tough range being used for more 
delicate .grinding where the mate- 
rial ground is sensitive to heat. 
The aluminous abrasives are best 
for grinding most steels because 
they are tough enough to avoid 
excessive breaking (and consequent 
rapid wearing away) and yet hard 
enough to cut the metal. Such ma- 
terials as wood, cast-iron, alumi- 
num and glass, are near the bound- 
ary line between abrasives, so 
either is used, depending on condi- 
tions. 

Both of these abrasives are ex- 
tremely hard by comparison with 
ordinary materials, harder then 
sapphire, less hard only than dia- 
mond and boron carbide. But this 
hardness range is quite wide, and 
within it, hardness of both abra- 
sives may be varied considerably 
by varying conditions and compo- 
sitions. 

There are also many specialized 
abrasives, such as diamond wheels, 


with crushed diamond as the ab- 
rasive and designed only for sharp- 
ening and shaping very hard car- 
bide cutting tools. Another is bo- 
ron carbide (B,C), harder than si- 
licon carbide, less hard only than 
diamond, unaffected by acids and 
alkalis, capable of being formed 
without bonds. It has thus far 
been used in the grinding field as 
a lapping material instead of dia- 
mond dust. 

It is the abrasive of which the 
grinding wheel manufacturer is 
speaking when he talks of “grit.” 
The two great families of grits— 
aluminum oxide, silicon carbide— 
each has many relatives with fancy 
names. The “emery” of 40 years 
ago is today almost as obsolete as 
the old grindstone it replaced. 

Next element in preparing grind- 
ing wheels is “grain,” or size of 
abrasive particles, which may vary 
from pebbles to flour, depending on 
service, smoothness of finish de- 
sired, and similar factors. The 
larger the grain, the bigger the 
bites of metal a wheel can take; 
the finer the grain, the smoother 
the finish of the surface being 
ground. Thus, coarse wheels are 
used for “snagging” castings, fine- 
grain wheels for precision grinding 
and finishing. 

“Grain” is classified by size, the 
smaller numbers indicating coarser 
(or larger) grain size. The normal 
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range is now from No. 8 at the 
coarse end of the scale to 220 grain 
at the fine end. Size 8 grains will 
pass through a sieve having eight 
openings per linear inch (64 per 
sq. in.), size 220 grains through a 
sieve with 220 openings per linear 
inch (48,400 per sq.in.). Sizes 8 
and 10 are usually graded as very 
coarse, 12, 14, 16, 20 and 24 as 
coarse, 30, 36, 40, 46, 54, 60 as 
medium, 70, 80, 90, 100, 120 as 
fine, 150, 180, and 220 as very fine. 
Some manufacturers add to these 
the “flour” sizes: 280, 320, 400, 500 
and 600. 

Next of the elements in grinding 
wheel characteristics is “bond,” or 
material which holds the abrasive 
grits together and in contact with 
the material being ground. It is 
a binder and a spacer (because it 
provides spaces for chips of metal 
cut until the wheel throws them 
out). Depending upon bond mate- 
rial, method of fusing, and relative 
proportions of bond and abrasive, 
wheel properties will vary decid- 
edly. Some commoner bonds are 
classified as “vitrified,” ‘“‘silicate’”’ 
and “shellac.” Vitrified wheels are 
most commonly used. These are 
composed of clays that vitrify at 
temperatures up to 2400 Deg. F. 

Bond must be varied in composi- 
tion partly to suit the abrasives, 
glasslike in structure to suit alumi- 
num oxide, porcelain-like for silicon 
carbide to give a tough, long-last- 
ing matrix. This bonding material 
is mixed with abrasive, then 
pressed hydraulically in a metal 
mold of the desired shape (former 
practice was to “puddle” the bond 
by mixing with water then pouring 
into plaster-of-paris molds_ to 
“set’’). The formed wheel is then 
put in a huge kiln and fused, a 
process requiring 6 to 8 days for 
burning and cooling. Wheels made 
by this process can do most kinds 
of general-purpose grinding, as 
long as surface speed is less than 
6,500 feet per minute, although 
only 6,000 feet per minute is rec- 
ommended in the Safety Code. 

“Silicate” binders are really si- 
licate of soda, the common “water 
glass,” with various clays as fillers 
and agents to render the bond in- 
soluble. This is the oldest bond 
known. Wheels were formerly 
molded by hand with this bond; 


-now they are pressed to the de- 


sired shape and consistency, then 
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cured for a day or so in a gas oven 
at around 700 Deg. F. Such wheels 
are used for edge-tool grinding and 
some surface grinding, usually done 
wet. 

“Shellac” bond, first of the so- 
called ‘“‘organic” bonds, is simply 
shellac mixed with the grain, 
formed under hydraulic pressure, 
and cured in ovens at fairly low 
temperatures. Such wheels are 
limited to light-duty work, for ex- 
ample grinding aluminum castings, 
cutlery shaping, roll-grinding, and 
other “high-finishing” operations. 

Rubber, another of the organic 
bonds, is useful in high-speed 
grinding, for it provides rapid re- 
moval of stock and gives sufficient 
resiliency to permit very thin “cut- 
off” wheels. Such wheels are used 
for snagging billets and castings, 
for high-finishing of camshafts and 
ball bearings, and for economical 
cut-off work. 

Synthetic resin or Bakelite bond 
is now used almost exclusively for 


all high-speed wheels running to 
9,500 S.F.P.M. (Safety Code) and 
to 16,000 S.F.P.M. for “cut-off” 
wheels. Such wheels are made by 
mixing the grain with the resin, 
pressing hydraulically, then curing 
in ovens at fairly low temperatures 
for two or three days. They are 
used for grinding steel castings, 
“snagging,” etc., and also for some 
precision grinding, as on rolls in 
sheet and template mills. 

“Grade” or hardness of a wheel 
is the fourth characteristic, con- 
trolled by varying mixture of bond 
components, varying proportions of 
bond and grit, and by pressure in 
forming, which controls density or 
structure. Generally speaking, a 
“soft” grade of wheel will usually 
grind faster because the bond 
breaks down more rapidly and ex- 
poses more new grits to the work. 
Yonversely, a “hard” wheel gives 
a finer finish. It must not be too 
hard for the job, however, or it will 
burn the work, glaze the wheel and 


Swing-frame grinder snagging castings 








Harder 
grades are used on softer materials 
such as malleable castings, wrought 
iron, drop forgings, steel castings 


require excessive dressinz. 
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Nine standard wheels 


GRINDING WHEELS 


Recommended for Most 


Kind of Work 
Centerless Grinding 
Axles (automobile 
Brass 
Bronze (hard 
Cast Iron 
Drills 


Forgings 
Pistous 
Piston Pins 
Steel (hardened 

* (soft 

* (Stainless 
Valves (automotive 
Valve Tappets. . 


Cylindrical Grindir 
Axles (automotive 
sronze 


Bushings (hardened stee! 
. (cast iron) 
Cams, rough grinding 
. finish grinding 
Cast Iron (automatic 
Commutators, rough 
i finishing 
Crankshafts, roughing 
” inishing 
Drills 3 
Pulleys (cast iron 
Rolls (cast iron 
* (chilled 
Steel Shafts (hardened 
° + (soft 
- (stainless 
Valve Stems 
* . Tappets 
Wrist Pins 


Internal Grindir 
Aluminum 


Brass 

Bronze (hard 
Cast Iron 
Steel (hardened 


(solt 


\lurminum 


Billets (H.C. Stee 


Brass 

Bronze 

Cast Iro 

Chilled Iron 

Forgings 

Malleable Iron, a ed 


(low speed 
high speed 
Malleable iron, uns 
Monel Metal 
Stainless steel 
»w speed 
high spee« 
Steel Castings, I. ¢ 
low speed 
high speed 
Steel Castings, Manganese 
Surface Grinding 


\luminuina 


tufomatic n 
straight wheels 
(cups & cylinders 
(hard duralumin 
straight wheels 
(cups & cy inders 
Brick (cups & cylinders 
Carbon (straight wheels 
Cast Iron (straight whe 
. * (cups & cylinders 
Chilled Iron (straight wheels 
« * (cuns & cylinders 
Dies (straight wheels 
Dies (cups & cylinders 
Guide Bars (straight wheels 
Guide Bars (cups & cylin ler 
Rails (welds 
Rails (high speed 
Steel —hardened 
(straight wheels 
(cups & cylinders 
Steel 
straight wheels 
(eups & cylinders 
Steel stainless 


Brass 


sott 


(straight wheels 

(cups & cylinders 
Stellite (straight wheels 
Stellite (cups & cylinders 


Miscellaneous Grinding Operativs 
Cutters and Reamers (automati« 
Knives (automatic) 

« “ 


P' ows (chilled iron 
Rolls (see Cylindrical Grinding) 
Saws (gumming 
circular 
metal cutting 
Tools Lathe and Planer 
(light) 
(heavy) 





Common Grinding Operations Under Average Conditions 


Bond 
Vitrified 


rR RRER 


Vitrified 


vhellac 


Vitrified 


Syn. Res 


Vitrified 


a 


Syn. Res 
V\ itrifies 


syn. Res 


Vitrifies 
Syn. Res 


Vitrifies 


Vitrified 


Syn. Res 


Vitrified 


Vitrified 
Silicate 

Vitrified 

Vitrified 
Shellac 


Vitrified 


{brasive Gratr Grade 
AO 46 Med. Soft 4 
mn 35 Medium 2 
. 46 Med. Soft 3 
* 45 = w + 
AQ 60 Medium | 
“ 60 ed 1 
sc 45 Med. Soft 1 
AO 60 Medium 1 
* { 33 sd i 
AO to ss x2 
a 50 ° x! 
AO 69 . x3 
. &) ? x4 
va) 45 Medium 1 
eC 36 Med. Soft 2 
AO 60 ¥ . 2 
SC 46 - «= 
AO 60 . 3 

Rubber wheels are best 
sc 35 Med. Soft 1-3 
45 Med. Hard 2 
° 80 = ~ 
AO 35 - > ! 
. 45 Med 2 
AQ) (9 - | 
> 30 Med. Soft 2 
- 30 - w t@ 
Ps 24 
AO 45 Med. Soft 3 
ve) 45 Medium 2 
ey, 45 - | 
AQ 45 . 2 
- 46 . | 
, 60 Med. Soft 2 
= 46 Med. Soft 3 
a 36 - 5 2 
Aol 40 . 2 
= 40 2 
AO 46 2 
« 4) 4 
s( 24 Medium 3 
AQ 30 Med. Hard 2 
° 14 se - 2 
x 24 2 
. 20 " * 7 

16 Hard 3 

“ 14 ° 3 

AO 20 Med. Hard 3 

16 2 

14 2 

~¢ 15 Hard 3 

Oo 24 Med. Hard 2 

bal 14 3 

12 3 

any 14 3 

‘ 14 - 2 

14 3 

AQT 46 Soft 3 

. 24 Med. Soft 3 

“ 34 “ 3 

( 24 « ! 

24 Soft 3 

14 Med. Soft 3 

30 ° ae 

24 a = 

20 Soft 3 

35 Med. Soft 1 

. 24 Soft 3 

Ant 4) . 7 
e 30 ° 2-4 

AQ 24 Med. Soft 3 

. 16 Medium 1 

20 Med. Hard 2 

16 . om 

AOT 30 Soft 4 

‘ 45 . 2 

35 Med. Soft 3 

lo . - 3 

36 Sof 4 

35 * 2 

. 4s . 4 

AO 60 * 2 

Aol 46 Med. Soft 3 

AO 36 ° » 

” 36 Soft 3 

sm 16 Hard 2 

AO 46 Med. Soft 4 

“ 46 Med. Hard 2 

60 Medium 2 

(9 ° 2 

35 © 3 


ee aie be ‘ ’ 
“AO” under “Abrasive” refers to aluminum oxide “AOI” to the less tough aluminous abrasive, “SC” to 
(Continued on page 64) 


con carbide. 
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Ten Questions 
on 


Products You Sell 


Simple, but easily forgotten, sales pointers and 
applications brought out by questions. Answer 
them to the best of your ability, then turn to 
page 94 and check your manufacturer’s catalog. 








1, When spraying aluminum ; sing 
paint, what pressure should be 
used on the air gun? 


2. What is a good cutting com- 
pound for power hack-saw blades? 





3. What two general kinds of 
abrasive are most used in grind- 
ing wheel manufacture and on 
what types of material is each 
used? 


4. How can changes be made in 
a welded piping system? 


5. How does a collet chuck differ 
from other types of chucks? 


6. How close together should 
ball bearings be placed on line 
shafting? 


7. How should globe and angle 
valves be installed? 


8. Is it necessary to put on a 
high-speed transmission belt any 
tighter than a low-speed belt in 
order to carry its rated load? Why? 





9. What type of chisel is used for 
cutting off bolt heads? 





10. What type of vise should be 
sold for maintenance departments? 
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Great Lakes 


Keeps ‘Em Rolling 


Is it more economical to own trucks 
or to rent them from a trucking com- 


pany? 


This Chicago distributor op- 


erates his own fleet efficiently by care- 
ful attention to maintenance details. 


By 


E. J. MCOSKER 
Western Editor 


OW can the distributor give 

his customers the kind of de- 
livery service they have a right to 
expect without making his truck- 
ing costs prohibitive? 

Is it better—and more economi- 
cal—for him to dispose of his 
trucks and turn the delivery job 
over to a trucking company at a 
flat rate to handle all deliveries and 
pick-ups, or at an_ established 
charge per call? 

Few are the distributors who 
have not pondered these questions 
at one time or another. Some have 
decided that it is less bothersome 
and less expensive to contract with 
a trucking company to handle all 
deliveries and pick-ups. Others— 
either because they are satisfied 
that they can operate more eco- 
nomically with their own trucks, 
or because they prefer to maintain 
direct control of deliveries—have 
decided in favor of truck owner- 
ship and operation. 

Every progressive distributor 
who owns his trucks is today 
watching carefully, not only the 
speed and efficiency of his delivery 
system, but the expenses he incurs 
in maintaining it. He sees to it 
that time is conserved and dupli- 
cate effort is eliminated. He knows 
exactly what his trucking costs are. 
In other words, he makes sure that, 
while rendering a necessary service 


12 


properly, he does so at a cost that 
is in line with his other costs of 
doing business and his margins of 
profit. 

Few companies have a more 
serious delivery problem than the 
Great Lakes Supply Corporation of 
Chicago. Situated in the center of 
a vast industrial area where action 
is swift, and committed to a policy 
of soliciting business only where 
deliveries can be made by its own 
trucks, this company is faced with 
the necessity of giving fast, ac- 














curate delivery service, and at the 
same time keeping delivery costs 
within reasonable bounds. 

Great Lakes has worked out its 
problem successfully. Its service is 
the best that could be desired, and 
its trucking expenses — including 
both incoming and outgoing goods 
and depreciation — have been 
brought down to the point where 
they amount to only 1.73 per cent 
of the company’s gross sales. Not 
only that, but the company has dis- 
pelled the illusion that trucks must 
be charged out as pieces of junk 
after five years of service, for some 
of its equipment has been in use 
for a considerably longer period 
and is still highly serviceable. 

Great Lakes has achieved its 
aims through working out and ad- 
hering strictly to a plan which in- 
corporates a well trained and 
smooth working personnel, efficient 
loading methods, careful routing of 
trucks, minute attention to repair 
needs, “cutting the corners” in the 
purchase of truck supplies, and ac- 
curate records of trucking costs. 

C. A. Channon, vice-president 
and general manager of the com- 
pany, gives credit, in large meas- 


Walter Lovell, superintendent, 
is in charge of truck operation 
as well as all of the operating 
functions of the company. 
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ure, to the successful operation of 
the plan to the man who is respon- 


sible for truck operation and 
maintenance. Great Lakes is 
particularly fortunate in having 


Walter Lovell on its staff. He had 
practically “grown up” with the 
business, his career with the com- 
pany dating back for almost 30 
years. He first delivered goods for 
Great Lakes with a single horse 
and wagon. He drove the first 
truck owned by the company and 
the second “big truck” in South 
Chicago. Before taking out the 
first company truck, he went 
through a course of training at the 
automobile factory. Today, he is 
thoroughly equipped to make a 
quick inspection of a truck which 
is “out of order” and send it to a 
garage with specific instructions as 
to the repairs to be made. 
Supervision of trucking and de- 


liveries is only one of Walter 
Lovell’s many duties. He is super- 
intendent for Great Lakes, in 


charge of every operation after an 
order is written up until it is re- 
turned to the order department, 
completely filled. He is in charge 
of the warehouses, the receiving 
and shipping departments—in fact, 
he is responsible for the proper 
conduct of all “physical” activities 
of the company and has full au- 
thority to direct, hire or fire any 
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man coming under his jurisdiction. 

Every driver is carefully se- 
lected. The “baby” of the trucking 
staff has been on the job for six 
years. That means a staff of 
veterans who are alive to their 
jobs. 

Great Lakes is operating six 
trucks at the present time. One 
has a capacity of 34 tons, three 
are 2-ton trucks and the other two 
each have 1-ton capacity. All 
trucks work five days a week. Two 
are in use on Saturdays. One 
truck is held at the plant for 
emergency deliveries. The others 
have carefully planned routes, with 
no over-lapping, to cover the 50- 
mile radius in which the bulk of 
the company’s deliveries are made. 

Each truck is responsible for 
“pick-ups” in its territory, the 
drivers being under instructions to 
telephone the office at frequent in- 
tervals during the day to find out 
whether they are to bring in goods 
from points on their routes. Ac- 
cording to Mr. Channon, the truck 
which goes over into the nearby 
Indiana industrial area frequently 
brings back a heavier load than it 
takes out. Heavy incoming ship- 
ments by rail—in less than carload 
lots—are picked up at the railroad 
yards by the company’s larger 
trucks. This very definitely speeds 
up the receipts of rail shipments. 


The Great Lakes fleet lined up 
before the company’s office and 
warehouse. The “baby” driver 
has been on the job for six years. 


Trucks are loaded both morning 
and night. Every truck clears the 
plant in the morning by 8:30 or 9 
o'clock except the one that is used 
for emergency deliveries. Some 
trucks are back from their routes 
by 4 o’clock or 4:30 in the after- 
noon, and they are immediately 
loaded with goods already on order 
for delivery the following morning, 
Loading is completed in the morn- 
ing. The “peaks” in the shipping 
room are thus from 4 o’clock to 
5:45 in the afternoon and from 
7:45 to 8:30 in the morning. 

Ideal shipping and loading facili- 
ties are provided to facilitate de- 
livery service. There is a large ship- 
ping room, with 60 roomy bins, and 
a large loading platform, 90 feet 
long by 30 feet wide, in a spacious 
enclosed area, which also provides 
ample storage space for the trucks 
at night. And, in this connection, it 
is noteworthy that the “back order” 
office is directly connected with the 
receiving office, so that a constant 
check may be made of incoming 
goods against back orders, and the 
latter filled and dispatched with a 
minimum of delay. 

In keeping its equipment under 
proper cost control, the company 
gears its larger trucks to a maxi- 
mum speed of 26 miles per hour 
and its smaller trucks to 35 miles. 
Every driver is under instructions 
to report immediately anything 
wrong with his truck. Then, after 
casual inspection by Mr. Lovell, 
the truck is sent to a garage for 
repair work at night. 

Great Lakes, as_ stated  pre- 
viously, has its own storage space 
for its trucks, but each truck is 
charged $15 per month for storage. 
The company maintains its own 
gasoline tank, and purchases gaso- 
line by the thousand gallons. Oil 
is purchased in wholesale quanti- 
ties. Tires are bought on the 
“fleet” basis. All trucks are equip- 
ped with pneumatic tires. 

There is a book for each truck, 
in which are recorded all its ex- 
penses, and where all charges made 
against it are entered. A record 
is made of stops, and tonnage is 
estimated, and, in this way, the 

(Continued on page 62) 








SALESMEN— 


A sales manager points out the 
prime requisites for a good indus- 
trial supply salesman and observes 
that the success of any distributor 
depends to a large extent on the 


I* ANY summing up of thé basic 
reasons for success in selling 
by distributors of industrial sup- 
plies and equipment, one factor 
will stand out as preeminent—the 
spirit of the organization. 

You may have good lines, you 
may have excellent markets and 
well planned methods for reaching 
these markets most efficiently, you 
may have the finest kind of plant 
equipment with which to render 
your customers the most efficient 
service, but if you haven’t a real 
spirit among the men of your 
organization, you have nothing. 

That is why we at Beals, Mc- 
Carthy and Rogers think so much 
about men. That is why we are so 
careful in selecting the men who 
are to represent us in contacts with 
our customers. That is why we 
try to guide them and to help them. 
Men are our most important assets. 

I have been asked what qualities 
we consider necessary for a man to 
possess in order to measure up to 
the standards of our organization. 
I shall try to outline them briefly, 
not in the order of their im- 
portance, for one quality is as im- 
portant as the other, but in what 
I consider the natural sequence. 


(KNOW YOUR LINES| 


First, comes knowledge—knowi- 
edge of the lines the salesman car- 
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efficiency of his sales force. 


By 
GEORGE F. EVANS 
General Sales Manager 


Beals, McCarthy and Rogers, Inc. 
Buffalo, N. Y. 





ries, of competitive lines, of his 
house and the service it offers, of 
current events—and knowledge of 
himself. Of course, the salesman 
for a general industrial supply 
organization cannot be expected to 
know everything there is to know 
about every line his house carries, 
and about every competitive line. 
That would be utterly impossible. 
Our manufacturers’ representatives 
are available to help us where we 
are weak. Likewise, our engineers 
are here able to cash in on their 
specialized training. But study 
and experience, plus the help of our 
manufacturers’ men and engineers, 
will give every salesman who 
strives to learn, a good basic knowl- 
edge sufficient to do an intelligent 
selling job on the majority of the 
lines he has the opportunity to 
present to his customers. 

It is no task for the salesman to 
know all there is to know about 
the organization for which he 
works. He shouldn’t be working 
for a house unless he knows it, and 
is thoroughly sold on it. Likewise, 
it is no hard job to keep abreast of 
current events. This simple effort 
is necessary, however, if the sales- 
man is to talk intelligently with his 
customers on subjects in which 
they are interested. But having all 
this knowledge is of no value to the 
salesman unless he knows himself. 
The following quotation I clipped 
somewhere illustrates the point 
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the heart of a supply house 


far more effectively than I could: 

“The knowledge we have ac- 
quired ought not to resemble a 
great shop without order and 
without an inventory. We ought 
to know what we possess, and to be 
able to make it 
need.” 


serve us in our 





[WORK HARD] 





No salesman can expect to be a 
success unless he works. That is 
my second point. We won’t stand 
for any of our salesmen to be in the 
office after 9 o’clock in the morning 
except under some very unusual 
circumstance. Their job is to get 
out and make calls. The _ sales- 
man’s success depends upon sell- 
ing, and he can’t make sales at his 
desk. We have other people to do 
the inside selling. 

But work means a great deal 
more than making calls. It means 
intelligent sales solicitation. The 
salesman must have a definite sales 
objective when he makes a call— 
an effort to sell specific products to 
specific markets. He must get into 
his sales talk as soon as possible, 
for the time of many buyers is ex- 
ceedingly valuable and should not 
be wasted with light talk. And 
remember always to be on time for 
appointments. To be late for an 
engagement is one of the most 
serious errors a salesman can make. 


‘GET ORDERS!) 

Hand in hand with our injunc- 
tion to work comes our next re- 
quirement of our salesmen—“Get 
orders!” After all, that is what 
the salesman is paid for. That is 
the test of his value to his com- 
pany. Missionary work is valuable, 
certainly. So called “high pressure 
selling” is seldom to be desired. 
But the salesman must always re- 
member that he is calling on the 
trade to “bring home the bacon.” 
Get orders! 
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‘KEEP ACCURATE RECORDS| 





We require our salesmen to keep 
up-to-date records of what they are 
doing. That is necessary, not only 
for their own guidance, but for the 
good of the company. I know the 
case of a manufacturer’s represen- 
tative, who absolutely refused to 
keep records. Eventually a situa- 
tion developed which made _ it 
necessary for the company to dis- 
pense with this man’s services. 
Then things were in a_ mess. 
There wasn’t a clear record for his 
territory, and the company had to 
start again almost from scratch. 
Every salesman should make it a 
matter of loyalty to his company to 
have down on paper the facts that 
will facilitate the work of the man 
who takes over his territory in case 
of illness, accident or the severance 
of his relations with the company. 
This is part of the “spirit of the 
organization.” 

The word “loyalty” arises here 
again, this time in connection with 
the fifth point I want to emphasize. 
There is today, in many places 
throughout the world, a spirit of 
revolt against authority. This is a 
bad thing. There must be authority 
in government, or order cannot pre- 
vail. Likewise, in business. The 
salesman or other employee of the 
supply house must not only recog- 
nize the authority of those over 
him. He must submit to it will- 
ingly. He must feel honor-bound 
to support his organization whole- 
heartedly; he must give it every- 
thing he has, if the proper spirit is 
to prevail and if he is to succeed 
along with his fellow workers. 


[BE SINCERE | 


The salesman must needs go 
about his work sincerely. He must 
sell himself to the people on whom 
he calls in order that they may 
have full confidence in him. He 
must make friends who will trust 
him and the organization for which 


he works. He also must be sincere 
in his dealings with those within 
the organization. A failing in this 
produces bad feelings and_in- 
efficiency all along the line. Lack 
of real sincerity on the part of a 
salesman will almost certainly 
counteract all the other’ good 
qualities he may possess. 


(KEEP MORALLY STRAIGHT] 


Finally, we come to the subject 
of morality, a quality absolutely 
necessary for successful salesman- 
ship according to our standards. 
“Whatever a man sows, that shall 
he also reap.” Lack of adherence 
to clean moral principles will even- 
tually prove the undoing of the 
salesman. It will cause him to let 
down in his work. It will cause 
others to confidence in him, 
Finally, he will lose confidence in 
himself. The man who wishes con- 
tinuous success as a salesman must 
be temperate in his habits, clean in 
his methods of living. Many are the 
wrecked careers entirely ascribable 
to weakness in the moral tissues, 
for he who would dance must pay 
the piper. 

While salesmen for Mc- 
Carthy and Rogers are required to 
live up to the standards discussed 
briefly in this article, the company, 
on the other hand, recognizes its 
responsibility. We have more than 
a material interest in our salesmen. 
We are interested in other things 
besides the business they bring us. 
We want them to be happy and con- 
tented, and as prosperous as it is 
possible for them to be. We try to 
help them and encourage them, and 
in return for the service and 
loyalty they give us, we provide 
them good, solid consistent sup- 
port. Their success is our profit. 
We believe in them. The combina- 
tion of their attitude and the com- 
pany’s provide the “spirit of the 
organization” which has worked to 
the benefit of Beals, McCarthy and 
Rogers for the past 109 years. 


lose 
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Specialization 


in 


Industrial Marketing 


OR a long time the manufac- 

turers of industrial products 
and supplies have realized that the 
use of industrial distributors re- 
duced many of the costs of selling. 
Nevertheless they have hesitated 
to make this middleman the most 
important link in their chains of 
distribution for any or all of the 
following reasons: 

1, Distributors’ salesmen did not 
sell; they took orders. 

2. Distributors did not supply 
users with the necessary technical 
information. 

3. Distributors sold too many 
lines of products and therefore 
were unable to give proper atten- 
tion to the individual products 
handled. 

4. Distributors wanted the 
manufacturer of any particular 
line to do all the work of develop- 
ing demand for their products 
among industrial users. 

5. Distributors could not sell to 
the larger so-called “national buy- 
ers,” with their centralized pur- 
chasing departments. 

6. Distributors did not give ade- 
quate service on parts. 

Any or all of these objections to 
the use of industrial distributors 
by manufacturers of industrial 
products may have been well 
founded in the past but the situa- 
tion is changed today. 

This changed situation has been 
brought about in large measure by 
the changed relations between 
manufacturers and distributors so 
that a clear-cut division of respon- 
sibility has been brought about. It 
is pretty well recognized today that 
this division of responsibility is 
about as follows: 

The manufacturer should know 
the applications of his products; 
should suggest methods of promot- 
ing their sale; and should provide 
assistance in such sales promotion. 
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By 
JOHN H. FREDERICK 


Author of “Industrial Marketing,” 
Assistant Professor of Marketing, 
University of Pennsylvania 





The distributor should know the 
markets and the buying habits of 
users; should apply the methods of 
sales promotion suggested by the 
manufacturer to these markets; 
and should handle the administra- 
tion of the actual sales and service. 

The change has also been in- 
fluenced to an increasing extent by 
the realization on the part of in- 
dustrial distributors that special- 
ization pays. Specialization by in- 
dustrial distributors takes many 
forms, but the following may be 
considered as typical and tending 
to bring about better and closer 
relations with manufacturers and 
industrial users: 

1. The use of more and more 
specialty salesmen. Evidence of 
this tendency is given by the news 
columns of each issue of MILL 
SUPPLIES. Industrial distribu- 
tors all over the country are re- 
porting the employment of one or 
several specialty salesmen who will 
devote their attention to various 
products or special lines, leaving 
the regular salesmen to handle the 
whole regular line. Buyers of in- 
dustrial products are demanding 
better qualified sales representa- 
tives. Such buyers want to deal 
with men who have engineering 
knowledge, and who can discuss 
specific applications of the product 
in an intelligent manner. 

2. By limiting the lines handled 
so that one line of products is sup- 
plementary to the other. In this 
way every customer called upon is 
a potential buyer of all the other 
lines handled. In other words, the 
distributor is applying the principle 
of selective selling to his stock, and 
instead of trying to carry every- 
thing limits himself to the products 
which can be most easily and 
profitably sold by his sales force. 

3. By concentrating on a line of 

(Continued on page 50) 
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That ‘‘Ole Debbil” Sales Tax 


Sales tax laws are on the books of half the states in the union. 


Here is presented the statement issued by the O. Iber Company, 


Chicago, to its customers, in explanation of its stand on the 


question. 


Ms: distributors are con- 
fronted with the problem of 
handling states sales or occupa- 
tional taxes in a manner satis- 
factory to their customers as well 
as to themselves. This is par- 
ticularly true in sections where the 
tax applies to sales of items which 
are “consumed” by the purchaser 
but does not apply to the sale of 
products which are to become a 
part of equipment manufactured by 
the purchaser. 

In view of this situation, a 
clearly drawn statement by the O. 
Iber Company, Chicago, prepared 
for and issued to its customers is 
so enlightening and comprehensive 
that it is presented herewith in the 
belief that it will be of value to 
other distributors who feel the need 
for explaining their policies in 
handling tax charges. The state- 
ment, written by Oscar Iber, presi- 
dent of the company, covers the tax 
situation and the firm’s policy so 
well that it requires no further 
comment, 

“Aren’t some of us kidding our- 
selves in that great melodrama en- 
titled, ‘The Occupational Tax Act?’ 
Since when has any business be- 
come so philanthropic that it can, 
by a wave of the hand or shrug of 
the shoulder, absorb the cost of the 
tax if anyone shows signs of dis- 
like to the payment of it? Well, it 
hasn’t and never will. 

“The cost of the tax is on the in- 
voice, either visibly or invisibly. If 
it is not shown as a separate item, 
then it is included in the price. 
Net profits in business seldom 
average more than 3 per cent, year 
in and year out. How then is it 
possible to absorb a tax of 2 per 
cent without adjustments some- 
where? Note: The tax has since 
been increased to three per cent. 
—Ed. 

‘“A fair example of influences 
upon profits are credit losses. If 
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OSCAR IBER 
credit losses average more than 
one-half of one per cent, they 


actually affect the net profits very 
much. A little investigation by 
anybody will prove this. If true, as 
it is, we again ask how can an item 
of two per cent be so readily ab- 
sorbed? 

“Manufacturers may go through 
the process of adjusting their 
prices, as they have a greater con- 
trol of costs, but jobbers, distribu- 
tors and other selling organizations 
which buy and sell finished articles 
face a somewhat different situa- 
tion. This is true, at least, of the 
mill supply industry. 

“In our industry, the gross 
profits are pre-determined, not by 
us, but by the manufacturers whom 
we represent. These have been, in 
most cases, on a satisfactory basis, 
and so in the course of many years 
our business has arranged itself to 
operate within the scope of gross 
profits allowed by manufacturers 
and in that way make an average 
net profit of about three per cent. 
Really, it would be business suicide 
to continue to render the service 
expected and given, and try to ab- 
sorb the cost of the tax. 

“Let it be remembered that most 
manufacturers’ distribute their 


Distributors in like situations will find it helpful. 


wares nationally and have national 
policies and national resale prices. 
Therefore, any condition within a 
single State must, of necessity, be 
handled as a local matter, 

“Another very important factor, 
and one that many buyers do not 
seem to recognize, is the fact that 
most of the merchandise sold by 
mill supply houses may be sold 
either for resale or for consump- 
tion, and sometimes for both. For 
instance, if a package of machine 
bolts, a common item, is sold to a 
customer for the purpose of using 
it in a product that is manufac- 
tured for resale, then that package 
of bolts is not taxable. However, 
if a package of bolts is purchased 
for use in the plant or, in other 
words, for consumption, then it is 
taxable. In considering facts, it 
seems that if our trade should de- 
mand tax included prices, it would 
be necessary to have two sets of 
prices, one set for merchandise for 
resale and not subject to tax, and 
another set for merchandise used 
for consumption and, therefore 
taxable, 

“A system of this kind, of 
course, is impossible. It would be 
too expensive and lead to too much 
confusion. Therefore, if tax in- 
cluded prices are insisted upon, our 
industry would have to increase all 
prices by the cost of the tax and 
thereby penalize customers more 
often than not, a thing we have no 
intention of doing and will not be 
forced to do if we are to believe our 
records as of April 1. We found 
that 90 per cent of our customers 
paid the tax gladly on items used 
for consumption, 8 per cent paid 
somewhat unwillingly and 2 per 
cent refused to pay it, for some 
reason or other. Therefore, as a 
rule, the tax is being paid on tax- 
able items, but, like every other 
good rule, there are exceptions. 

(Continued on page 62) 
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A new king to help overcome 
resistance to modernization. 
FHA program will open the 
door to constructive solicita- 
tions on time and money-sav- 
ing equipment and supplies. 


Sell Modernization for Profit 


HE passage of the amendment 

to the Federal Housing Act 
which provides for “an advance of 
credit in excess of $2,000 but not 
in excess of $50,000 for the pur- 
pose of (1) repair, alteration, or 
improvement of real property al- 
ready improved by, or to be con- 
verted into manufacturing 
plants, or (2) the purchase and in- 
stallation, in connection with the 
foregoing types of property, of 
such equipment and machinery, 
with or without any structural 
changes, in the buildings, as are 
peculiarly adapted to the business 
conducted therein or necessary to 
the operation thereof,” may well 
serve as the wedge for opening up 
the $18,000,000,000 backlog of in- 
dustrial equipment purchases which 
has been piling up since 1929. 

At first glance, it might appear 
that this law shows little promise 
of producing sales for distributors 
of industrial supplies and equip- 
ment. A survey just completed by 
MILL SUPPLIES, shows many 
distributors of the opinion that its 
effect will be small, that the equip- 
ment eligible is out of the dis- 
tributor’s line, that the interest 
rate is too high and that it is just 
another “New Deal” panacea. 

However, if for only one reason, 
the publicity which will be given 
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the subject of modernization dur- 
ing the next six months, distribu- 
tors and their salesmen should be 
somewhat familiar with the law 
and awake to every opportunity 
which it provides. 

Very briefly, the law provides 
that industries can borrow up to 
$50,000 per plant to modernize the 
plant and equipment. The money 
is borrowed from a local bank or 
finance company, the banker being 
the sole judge of credit risk. Loans 
must be paid off monthly over a 
period not to exceed five years at a 
maximum interest rate of 9.71%. 
The Government does not enter the 
picture except to guarantee these 
loans up to 20% of their value. 
This, of course, tends to liberalize 
the banker’s views on credit risks. 
In general, the type of moderniza- 
tion eligible under the law involves 
either rehabilitation work on the 
plant itself or the purchase of cost- 
reducing equipment (the equip- 
ment must be a permanent part of 
the plant but connection by wire, 
hose or tube is considered attach- 
ment). It makes possible long- 
term loans for the purpose of pur- 
chasing equipment which will more 
than carry the loan in savings 
through increased efficiency. 

The FHA program provides for 
a letter to 60,000 industrialists an- 


nouncing the plan, a  28-paye 
brochure to be mailed to 3,000,000 
industrial and commercial estab- 
lishments, a series of follow-ups by 
industry, a brochure designed for 
industry alone and an invitation to 
all business people for suggestions 
on putting the program over. In 
addition, most of the industrial 
magazines in the country are 
carrying editorial and advertising 
space urging the whole-hearted ac- 
ceptance of the idea. If this 
avalanche of material on moderni- 
zation does nothing else, it is 
certain to bring up again in the 
minds of thousands of industrialists 
the long-forgotten method of 
“saving through purchasing.” 

It is true that the law stresses 
larger equipment and _ larger 
projects than those with which the 
distributor usually deals. A rela- 
tively small percentage of the lines 
handled by distributors come under 
the headings mentioned. But, it is 
also true that regardless of what 
is done in any plant in the way of 
modernization, some supplies and 
equipment are going to be needed. 

It is probably true, as many dis- 
tributors suggest, that well-rated 
plants could borrow money before 
this amendment was passed. How- 
ever, few banks were willing to 

(Continued on page 61) 
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100—Average monthly sales, 1923-1925 


June Sales Follow 1934 Trend. 
Sales Indicator Drops To 68.0 


EATURED by a decided slump in the Middle 
Western territory, the Sales Indicator for June 
dropped to 68.0 from 73.1 in May. Oddly enough, this 
change was made in spite of reported increases in the 
North Atlantic, Southern and Pacific Coast States. 
Increased sales among Eastern distributors pushed 
that section’s Indicator to 75.6 from 68.9 in May. The 
Southern index reads 82.0 after hitting 74.5 the pre- 
vious month and the Pacific Coast Indicator becomes 
the first to “break 100” by registering 104.5. In the 
Middle West, however, distributors’ reports pushed 


the Indicator from 73.0 in May to 55.6 in June. 
Orders fell off more than a dollar on the average, 
registering $14.17 as compared with $15.45 the previ- 
ous month. On the other hand, the 48 distributors 
who are reporting on this phase of their activities 
indicate an increase in number of orders received, 
from 2,053 in May to 2,405. This figures a pickup 
from 79 each working day to 105. 
Over fifteen new houses have been added to the 
list of those reporting monthly sales on which the 
indicator is based. This brings the total to 165. 








Average number of orders received per house during month 
Average number of orders received per house each working day 
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Manufacturer and Distributor 
are brought together on a co- 
operative basis to satisfactorily 
meet the Brush Needs of the 
Industrial User 


/ \HE successful performance of “Brush 
( Osborn 


Brushes has demonstrated what can be done 


‘onscious” Distributors with 


when Manufacturer and Distributor work 
together on a basis of mutual understanding 


with a well-defined plan of action. 


PROOF OF THE EFFECTIVENESS OF 
PLANNED SELLING 


From September 1930, straight through the 
worst economic storm in history, the total sales 
volume of Osborn Brushes secured by Indus- 
trial Distributors mounted steadily. Here is 
tangible proof of the effectiveness of Planned 
Selling! 


In the five year period, increasing numbers of 


Distributors and their Salesmen became 
‘Brush Conscious” in the sense that they be- 
came alive to the volume-producing oppor- 


tunities afforded by the extensive Osborn line. 


The fact that EVERY industrial plant is a 
prospect for Osborn Brushes makes it possible 
for a Distributor’s Salesman to ask for Osborn 
Brush business on EVERY call! 


More than that, consistent Repeat Business 
on Osborn Brushes rolls up an annual volume 
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THE STO 


that helps to keep a 
Distributor’s Brush 
Business in the Lead- 
ing Line class! 


OSBORN 
CATALOG 
MADE 
“SALES 
MANUAL” 


From the outset, 
Osborn was apprecia- 
tive of the fact that the 
time and attention of 
Industrial Distributors 
and their Salesmen 
must be spread over a 
wide scope of products. It was this apprecia- 
tion of Distributors’ sales problems that 
prompted Osborn to simplify industrial brush 
selling by furnishing practical information in 
easily available form. 


To preserve the helpful information re- 
through “BRUSH NEWS” and 
sales meetings, the accumulated data was 


leased 
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examined carefully and important informa- 
tion was incorporated in Osborn Catalogs. 


Today, Osborn General Catalog No. 180 and 
Condensed Catalog No. 185 serve as a “Sales 
Manual” in the sense that Distributors’ Sales- 
men use the readily available information to 
assist their customers in the correct selection 


of Osborn Brushes. 


THE OSBORN PLAN “FOLLOWS 
THROUGH!” 


As in the past, the Osborn |0 Point “Partner- 
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“BRUSH CONSCIOUS” 
DISTRIBUTOR 
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A 9 YEAR PLAN 


‘OSBORN 





ship” Policy with Distributors will continue 
to function. It has become a permanent pro- 
.. that will 
be supported by sales and advertising coopera- 
tion. 


gram... sound in fundamentals . 


AN EYE TO THE FUTURE 


Distributors and 
equally “Brush Conscious” Salesmen can look 


“Brush Conscious” 


their 
ahead with assurance of continued success 
with Osborn Brushes. ‘he experience of the 
past five years has proved conclu- 
sively that Osborn Brush business is 
very much worthwhile. 

As general conditions move for- 
ward, ‘Brush Conscious” Distribu- 
tors are assured of a corresponding 
increase in their brush sales. 
When you think of Osborn Brushes, 
vour “feet are on the ground.” In 
other words you know you are sup- 
ported by a time-proved Plan that in- 
cludes everything you need to make 


a success of your brush business. 


Tié Os80RN MANUFACTURING COMPANY 


5401 Hamilton Ave. Cleveland, Ohio 
Sales Offices: 
New York - Detroit - Chicago - San Francisco 
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North Atlantic States 


Recovering from its fall in May, the Sales Indicator for this territory 
jumped from 68.9 to 75.6, only slightiy less than its April high. Average 
orders drapped in size from $13.19 to $12.63. 


Southern States 


Reversing the 1934 trend, sales of Southern distributors during June 
pushed the Indicator to 82.0, as compared with 74.5 in May. The size of 
the average order increased sharply to $18.40 from $16.49 in May. 


Middle Western States 


A very complete report from this area caused a sharp drop in the 
June Indicator. It registered 55.6 after hitting 73.0 in May and 77.6 in 
June. Orders dropped off in size on the average, the figure being $12.62, 
as compared with $15.37 in May. 


Western States 


The Western group comes into the picture again with an index figure 
of 84.0, thus indicating a sales condition which compares very favorably 
with the same month last year. 


Pacifie Coast States 


With some reporting distributors reporting sales more than double 
“normal,” the Pacific Coast Indicator becomes the first to jump over 
the “100 mark,” the index reading 104.5, as compared with 80.9 in May. 
Strangely enough, the size of the average order dropped from $17.53 in 
May to $16.09 in June. 
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Supply house salesmen all over the TH E 
, IRON 

country realize that in Upson’s Va 

advertising they have an able as- 


sistant. In the publications shown 





here, reaching the buyers of bolts, 

nuts and rivets in the major industries, the Upson story of 

quality, uniformity and dependability is doing a consis- 

tent month after month job of selling—and the product 
itself is substantiating every statement. 

It’s easier to sell and to keep on selling a quality 

product that is also a consistently advertised product— 


backed by a well known maker. 
UPSON NUT DIVISION:++-CLEVELAND, OHIO 


Republic Steel 


CORPORATION 


GENERAL OFFICES::- YOUNGSTOWN, OHIO 
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TEN YEARS AGO IN MILL SUPPLIES 


Vance C. Boyp, THEN SALES MANAGER 
OF THE STANDARD SUPPLY AND EQquiP- 
MENT COMPANY, PHILADELPHIA, NOW VICE- 
Ke nae oF Te Son "SSanpatoSuaawon, Soper Company 

HE NAME OF THE SMITH A = A 
WoopeurY COMPANY, Raspes , a}, TOLD MILL SUPPLIES’ INTERVIEWER 


OREGON WAS CHANGED TO THE HOW HE CLASSIFIED CusTom- 
WOODBURY AND WHEELER Com- RS Ty FOR SALES CONCEN 
PANY FOLLOWING Wictiam S. TRATION. 

WHEELERS PURCHASE OF W. 

C. SMITH'S INTEREST. THIS 
COMPANY IS NOW KNOWN & 
AS WOODBURY AND COM- 
PANY WITH S.F. Woop- 
BURY STILL PRESIDENT. 








—e 3 We ALL THE Goons 
{Vict SuPPLies FOR AUGUST RECEIVED AND SHIPPED BY 


1925 REPORTED NEGOTIA- CARLOAD BYTHE LEIGHTON | DEPARTMENT IS 


TIONS COMPLETED FORTHE SUPPLY COMPANY FROM 19)3 HuB OF A SUPPLY 
PURCHASE OF THE LILLY TO 1921 WERE LOADED AT ONE House” WAS THE 
HARDWARE COMPANY BY _ TIME, IT WOULD TAKE A TRAIN - SUBJECT OF AN 
THE VONNEGUT HARD- 30 MILES LONG TO HANDLE ALL INTERESTING AR- 


WARE COMPANY OF IN- THE MERCHANDISE, E.T LEIGHTON, TICLE BY J.E.DIL- 
DIANAPOLIS, MAKING THE SECRETARY-TREASURER OF THE WORTH, PRESIDENT 
VONNEGUT COMPANY A COMPANY STATED IN AN IN- — J-E.DILWORTH COn- 


LEADING FACTOR INMID- TERESTING ADDRESS. PANY, MEMPHIS, TENN- 

WESTERN HARDWARE AND ESSEE IN MILL SUP- 

MILL SUPPLY BUSINESS. PLIES FOR AUGUST 
1925. 

24 MILL SUPPLIES 


























DEFINITE 


SALES ADVANTAGES 
for JOHNSON UNIVERSAL BRONZE 


No Undersurface Defects 


The quality of Johnson UNIVERSAL Bronze is apparent. 
With only a 1/64” cut to bring to size, the customer can 
readily see that every bar is a perfect specimen. Costly de- 
lays and rejections are thus prevented and customer sat- 


‘e) POINT isfaction is assured. 
DISTRIBUTGs 25% Less Weight 
POLICY 





Complete machining of the ID - OD and Ends affects a 
saving in purchase weight of over 25%. This factor alone 
gives you a definite price advantage over rough bar com- 
petition. 


Savings in Tools and Time 


Every customer appreciates the savings in tools and ma- 
chining time when using Johnson UNIVERSAL Bronze. 
This is especially true with a machined inside diameter. 
Every bar is guaranteed to be concentric. In addition, the 
alloy—S. A. E. 64—assures genuine bearing performance. 





Investigate the possibilities offered for your territory. A 
Johnson Bronze Franchise will give you a pleasant and 
profitable connection. Write today. 


JOHNSON BRONZE CoO. 


: 535 South Mill St. New Castle, Pa. 


JOHNSON BRONZE DISTRIBUTORS SELLA, ssured BEARING PERFORMANCE 
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KEEPING POSTED 


Newsy facts about industrial distributors 
and their salesmen 





National Association 
Executive Committee Elected 


Ballots for members of the ex- 
ecutive committee of the National 
Supply and Machinery Distribu- 
tors’ Association, counted = on 
August 1, under the new territorial 
organization of that group, (see 
MILL SUPPLIES for June), show 
the following selections: Area 1, 
W. T. Ryan, Cutter, Wood and 
Sanderson Company, Cambridge, 
Massachusetts; Area 2, P. G. 
Maddock, Maddock and Company, 
Philadelphia; Area 3, A. R. Smith, 
soyer-Campbell Company, Detroit; 
Area 4, C, A. Channon, Great Lakes 
Supply Corporation, Chicago; Area 
5, H. V. Waterman, Hendrie and 
Bolthoff Manufacturing and Sup- 
ply Company, Denver; Area 6, 
Marshall-Newell 


Supply Company, San Francisco, 


Percy Converse, 


Seward and Company 


Adds New Lines 


@ Several new lines have been 

added by Seward and Company, 
Bloomington, Indiana, to its present 
lines of industrial supplies as fol- 
lows: Great Western fuses and 
Jewel incandescent 
lamps, and Fairbanks-Morse pumps 
and equipment. 


renewal links; 


The company also announces that 
Winfield Goodman has been trans 
ferred from the clerical staff to its 
sales force as city salesman. 


Uhrich Supply Company 
Adds Three More Lines 


@ The Uhrich Supply Company, 

Kansas City, Misouri, has re- 
cently taken on distribution of 
A-C-F lubricated plug valves, Cin- 
cinnati electric drills, grinders and 
buffers and the products of the 
Albright Automatic Tube Cleaner 
Company, according to announce- 
ment by Frank Uhrich, head of the 
organization. 


Mills and Company Promotes 
John Collins 


® John Collins, who has been with 

the H. W. Mills and Company, 
Paterson, New Jersey, a number of 
years as outside salesman from Pas- 
saic division, has been promoted to 
manager of its Newark subsidiary, 
3anister and Geyer, Incorporated. 


Norris Supply Adds New Men 


@® Marvin Ratchford, outside sales- 
man and Turner Williams, inside 
salesman, have been added to the 
sales staff of Norris Supply and 
Machine Company, 
North Carolina. 


Gastonia, 


New Lines Added by 
Chicago Engineer Supply 
@® The Chicago Engineer Supply 


Company, Chicago, has added 
the line of Cling Surface belt 


Wilbur and William 


“Totalume” rust 


dressing; 
“Totrust” and 
preventative paints and Ohio In 
jector Company’s “O.I1.C.” valves 

The company is also an agent 
for Westinghouse “Mazda” lamps. 


cd. V. Zimmerman and C. G. 
Fager have been added to the sales 
staff as city salesmen. 


Lindquist Hardware 
Purchases Building 


@ Lindquist Hardware Company, 

Bridgeport, Connecticut has pur 
chased the four-story brick build 
ing it has been occupying for.the 
The building 
has a 60-foot front on two streets 
and has’ approximately 15,000 
square feet. 


past sixteen years. 


Pattison Supply Adds 
Dresser Line 


@ The W. M. Pattison Supply Com- 
pany, Cleveland, has added the 
Dresser line of couplings to its line 
of industrial supplies and it is ex- 
pected by the company that con- 
siderable new business will be ob- 
tained, particularly on the new 
Dresser compression coupling. 





At the conclusion of one of the sales meetings with manufacturers held weekly 
by Seither and Ellis, Incorporated, Newark, New Jersey, our photographer 
snapped the above group. Reading from left to right: John U. Hoffman, Wil- 
liamsport Wire Rope Company; A. C. Ellis, president of Seither and Ellis; 
N. R. Downie, eastern sales manager, Williamsport Wire Rope Company; F. 
J. McKenna, D. Abate, W. E. Cole, J. Minori, J. Conway, F. J. Seither, 
F. A. Seither, J. D. Mitchell, C. D. Shropshire and H. Biddle Fitler of the 
dwin H. Fitler Company. 
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And consider for a moment the advantages in handling the HEWITT line 
of industrial rubber goods. @ There is no better line on which you can 
build a foundation of quality and customer good-will. For HEWITT pro- 
duces industrial rubber goods exclusively, and draws from a background 
of 76 years to give industry the best in hose and belting. @ In every 
type of plant in your territory, salesmen will find acceptance for HEWITT 
strongly established. For the story of HEWITT superiority is being told 
to your customers with dominating space in a large list of magazines. 
@ There are many other advantages for you. We'll be glad to tell 


you about all of them that go to make up the HEWITT profit franchise. 


HEWITT corporation 
CORPORATION 
: BUFFALO NEW YORE ) 
| HOSE CONVEYOR AND TRANSMISSION BELTS PACKING 
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Raniville Exhibit 


Features Transmission 


VER 400 plant men, buyers 
and executives of industrial 
plants in western Michigan enjoyed 
the educational and entertainment 
features of the industrial exhibit 
held by the F. Raniville Company, 
Grand Rapids, on June 13 and 14. 
In addition to special exhibits 
of all types of belting manufac- 
tured by the F. Raniville Company, 
the Gandy Belting Company and 
the Ton-Tex Corporation, 20 other 
major exhibits of power transmis- 
sion appliances and factory special- 
ties were on display. 
The program, 
Arthur J. Sparks, 


arranged by 


general sales 





GREE CHAN FOUTS 
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manager, featured trips through 
the Raniville plants, educational 
talks and demonstrations at all 
booths. On the evening of June 
14 several entertainment features 
were included and refreshments 
served. Door prizes were awarded 
on this evening to holders of lucky 
numbers. 

The talking picture, “A Practical 
Analysis of Some Fundamentals of 
Industrial Power Transmission,” 
prepared by the Mechanical Power 
Engineering Associates, was shown, 
and engineering data prepared by 
this group distributed to all in at- 
tendance. 

A 29-minute broadcast was 
arranged for through the coopera- 
tion of Grand Rapids Station 
WOOD. This broadcast was con- 
ducted by Allen Miller, who 
brought out the highlights of the 
exhibits through a series of ques- 
tions asked each exhibitor. 

The exhibits included a minia- 
ture plant, with hangers, pulleys 
and belts driving at various angles, 
in actual operation, as well as a 
miniature farm scene featuring 
Gandy thresher and traction belts. 


Electric and _ spur-geared 
hoists were shown by the 
Coffing Hoist Company, in 
addition to the puller-type 
shown at the right. 





Exhibit of the F. Raniville 
Company, the Gandy Belting 
Company and the Ton-Tex 
Corporation, featuring trans- 
mission and conveyor belt. 


Several visitors view with 
interest the demonstrations 
of various electric tools at 
the booth of the Independent 
Pneumatic Tool Company. 





The complete 
drills, reamers and cutters 
manufactured by Whitman 
and Barnes and taps and dies 
made by the J. W. Carpenter 
Tap and Die Company. 


display of 


Two unusual demonstrations of 
the long life of leather were a 
leather belt which had operated for 
76 years in a flour mill at Hodunk, 
Michigan, and a leather fire bucket, 
made by Felix Raniville and used 
by the old Fire Brigade of Lowell, 
Massachusetts. The latter’s age is 
approximately 80 years. 

Perhaps the best testimonial to 
the interest displayed in the 
various exhibits by visitors is the 
fact that the last guests did not 
leave the plant until 2:00 A.M. on 
the morning of June 15. 


National Association 
Appoints Committees 


@ President Potts of the National 

Supply and Machinery Distribu- 
tors’ Association has appointed the 
members of the several standing 
committees which will serve the 
Association 


during the coming 
year. They are as follows: 
Committee on relations with 


manufacturers: H. E. Ruhf, chair- 
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GOOD 
VALVES 
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NEW! Modern! Scientifically designed for present-day 
service demands. Precision in manufacturing processes . . 


SS constant improvement and inspection of materials . . 


assurance of dependable valve performance! 


The Wm. Powell Co., 2525 Spring Grove Ave., Cincinnati, O. 


OWELL VALVE 
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Putting Users’ Blade 
Problems to Work... 


Barnes Distributors Profit by 
Serving Better. This Series of 
Messages Tells Why and How 


@ Solving blade problems means making blade customers. 
No one is in a position to know the value of or to use this 
sound blade merchandising principle better than Barnes dis- 
tributors. 

Barnes fully equips distributors to solve the toughest blade 
problems. Not only is there, in the complete Barnes line, a 
type of fast, clean cutting, long-lived blade suitable for each 
particular application, but there is a Barnes factory trained 
blade salesman in each important industrial area who is equip- 
ped by experience and training to help the distributors’ cus- 
tomers select that correct type of blade. 

Breakage, stripping teeth, too rapid wear, crooked cuts are 
common blade troubles encountered in industrial plants. Be 
alert to learn the problems that may exist in the plants you call 
on and use the service of Barnes representatives to point out 
the solutions. Very often a blade problem is your best sales 
opportunity. 

There is real satisfaction and real business in helping users 
attain more efficient, more economical cutting. This is one of 
the ways in which Barnes distributors are especially equipped 
to profit by serving better. 
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BARNES ALL-HARD 
TUNGSTEN BLADES 


Barnes’ special method of 


heat treatment gives these 

pn eapenenes cutting W. O. BARNES co., INC. 
ability and makes them con- 2 

sistent leaders in work tests. 1297 Terminal Ave. DETROIT, MICH. 
While these blades sold at 

@ premium for many years, 

you can now offer them to 


users at the same prices as 
ordinary tungsten blades. 
Hand and power types. 

Other Barnes Blades for 


Every Purpose. BETTER wack saw BLADES 














man, The Cleveland Tool and Sup 
ply Company, Cleveland; H. H. 
Kuhn, vice-chairman, The Hard- 
ware and Supply Company, Akron, 
Ohio; P. Ridings, Syracuse Suppl 
Company, Syracuse, New York: 
H. V. Waterman, Hendrie and 
Bolthoff Manufacturing and Sup- 
ply Company, Denver, and H. E. 
Howard, Ducommun Corporation, 
Los Angeles. 

Overhead expense committee: 
G. W. Donahue, chairman, Stacy 
Supply Company, Springfield, Mas- 
sachusetts; W. W. Edwards, 
Federal Hardware Company, In- 
corporated, New York City; H. C. 
Ellsworth, The White Tool and 
Supply Company, Cleveland; F. W. 
Copeland, H. Channon Company. 
Chicago, and S. D. Conant, Sligo 
Iron Store Company, St. Louis. 

Program committee: J. R. Kelley, 
chairman, Manning, Maxwell and 
Moore, Incorporated, Jersey City, 
New Jersey; L. E. Tracy, Lewis 
E. Tracy Company, Boston; P. G. 
Maddock, Maddock and Company, 
Philadelphia, and R. C. Duncan, 
R. C. Dunean Company, Min- 
neapolis. 

Committee on small orders: Carl 
A. Channon, chairman, Great 
Lakes Supply Corporation, Chi- 
cago; E. E. Stvan, Carlisle and 
Hammond Company, Cleveland, and 
Fred H. Page, The Page, Steele 
and Flagg Company, New Haven, 
Connecticut. 

Membership committee: F. Mar- 
sena Butts, chairman, Butts and 
Ordway Company, Boston; Howard 
F. St. George, Shadbolt and Boyd 
Company, Milwaukee; G. Cheston 
Carey, Carey Machinery and Sup- 
ply Company, Baltimore; W. C. 
Hunter, The Ross-Willoughby Com- 
pany, Columbus, Ohio; Albert E. 
Seep, The Mine and Smelter Sup- 
ply Company, Denver, and W. A. 
Haseltine, Haseltine and Company, 
Portland, Oregon. 

Research bureau governing com- 
mittee: P. Ridings, Syracuse Sup- 
ply Company, Syracuse, New York 
and W. J. Radcliffe, The E. A. 
Kinsey Company, Cincinnati, Ohio. 


Woodbury and Company 
Adds Four Lines 


@ Woodbury and Company, Port- 

land, Oregon, has recently mad 
four additions to its already exten- 
sive line of high-grade industrial 
supply lines. The General Refrac- 
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Cli ipper 
Carded 
Belt Hooks 


Safest to handle 
Safest in operation 







For lasting belt joints 
Pe cag you 


lacing equipmest 
-use Glippet 


arent 
_ Gipp 





Belt facer 
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‘‘Easy Loose!”’ 


With this Riteit> Compound Leverage 
Wrench ONE man is as strong as TEN 


Tighten a big fitting? 
Tighten up to 6” pipe? 
Loosen a tight pipe? 
Loosen a rusty fitting? 


One man can do any of them easily with aRIzatD> 
Super-Six or Super-Four, those compound lever- 
age wrenches that make one man as strong as ten 
pulling on a wrench with pipe on the handle. 


For these wrenches have 10 times the leverage 
of 48’ and 36” wrenches. Chain the trunnion 
quickly on the pipe, put the wrench on the fitting 
—and the fitting pumps right off. This Super- 
RIGID pays for itself in salvaged fittings alone 
on the first tear-down job. 


The Super-Six and Super-Four are two of the 
most valuable tools in any kit. Get a customer to 
try one — and he’s sold. 





THE RIDGE TOOL CO. 
ELYRIA, OHIO, U.S.A. 


It probably is no effort to pick the 
manufacturer’s representative in the 
above photograph. When Ray Clark, 
salesman for the Jacobs Chuck Com- 
pany, called on Luke Niep, purchas- 
ing agent for Great Lakes Supply 
Corporation, Chicago, in a new palm 
beach suit, he told Luke he paid 
$15.75 for it, but Luke insisted that 
at least $12.00 must have been sales 
tax. However, Luke graciously con- 
sented to pose with Ray (left) in 
spite of the fancy raiment. 


tories Company, Philadelphia, here- 
tofore represented by Woodbury 
and Company on a factory ship- 
ment basis, has now made an 
arrangement with the latter where- 
by the company will stock a repre- 
sentative line of firebrick, fire clay, 
“Briklok” and “Grefco” cements, 
and clay base castable refractory. 

The company has also secured 
the exclusive distribution in the 
territory as the selling agency for 
the line of the P. & C. Hand Forged 
Tool Company, Incorporated. 

The third line is that of the 
Hygrade - Sylvania Corporation’s 
electric lamp globes, and the line of 
compressors, jack hammers, drills, 
motors, chipping and riveting ham- 
mers manufactured by the Chicago 
Pneumatic Tool Company. 


Standard Automotive 
Conducts Sales School 


@ Standard Automotive Supply 

Company, Incorporated, Wash- 
ington, D. C., is conducting a 
weekly school for its salesmen in a 
somewhat different manner than 
the conventional sales schools or 
meetings. Each week factory rep- 
resentatives of the major lines 
handled by this company meet with 
the salesmen. The factory repre- 
sentative acts as the buyer and one 
of the company salesman is dele- 
gated to sell him the product in 








ie ey | i r | he E T O O L S question. In this way it not only 
enables the salesman to brush up 
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GET YOUR SHARE OFTHIS 
NTTAACI NMI A MV Mee 
NESS THAT HAS BEEN 
PASSING THE DOORS OF 
MILL SUPPLY HOUSES 


AY UNIVERSAL STEAM TRAP 


MAKES TRAPS EASIER TO STOCK 
AND SELL THAN A STANDARDIZED 
LINE OF GLOBE VALVES 

--- Read the following pages for Profit with this 


Modern Product that is revolutionizing Steam 


| Trap Merchandising 
tome 


















The Produet 


Out of the maze of multitudinous shapes, sizes and types, 
and complex mechanisms. comes a new idea in steam 
traps. So practical. so sensible, youll wonder why some- 
one didn’t do it before. 


It cuts through all precedent--does what they said 
couldn't be done offers one universal trap in six stand- 
ard sizes, factory-set for all requirements from 0 to 400 
pounds pressure. 


A trap that is only a fraction of the usual size and weight 
facilitating handling and installation, requiring no 
supports, 


Years of development and strenuous tests in the Yarway 
Steam Laboratory, plus two more full years of actual 
service with several thousand of these traps in leading 
industrial plants, have proven this product a sensation 
in satisfaction. Worthy of bearing the Yarway name, a 
name known to industry for 27 years as a leader in high 
quality steam specialties. 


Simplicity itself this trap has only one moving part, a 
balanced valve that passes water and air. but stops steam. 
Durable, fool proof. Easy access to the inside is pro- 
vided without removing trap from the line by simply 
unscrewing the bonnet. 


Low in price —it is usually cheaper to install a new Yar- 
way Trap than to repair an ordinary one- extending the 
normal trap replacement market to new and even 
greater importance. 


Packaged for Modern 
Merehandising 


Standardization, small size and light weight also make 
it possible for the first time to “package” a steam trap 
line. 


Millions of dollars have been spent by manufacturers to 
sell the consumer the idea of purchasing packaged mer- 
chandise. Yarway is in line with this modern trend. 
Yarway has brought the steam trap out from under the 
counter and in from the back stock reom and placed it 
in the lime-light- on display for over the counter sales. 
The product is kept clean and unmarred. It’s easier to 
handle and deliver without additional protection. 





The Sales Plan 


Believing that the soundest way of widely distributing 
a standardized line of industrial equipment to the 
American buying public is through the established Mill 
Supply channels, Yarway offers this steam trap line to 
Mill Supply houses, and has built the entire sales plan 
around this policy. 


This plan is complete, comprehensive. practical, it is 
based on fact and actual experience and pointed toward 
one objective—to make this line as mutually profitable 
as is possible for both you and ourselves by: 


1. Building widespread public acceptance through 
powerful advertising support. Yarway is already a “buy- 
word” in over 10.000 plants. Continuous dominating 
advertising work on other Yarway specialties has been 
appearing for years in leading Steam Papers. 


Now an even more impressive campaign, specifically de- 
voted to Yarway Steam traps, is already reaching nearly 
a hundred thousand more business paper readers 
monthly, and is directing them to you for their trap 
requirements. 


2. Supplying you with tie-in material for your local use, 
telling your prospects and customers that you handle 
this nationally advertised trap. and hence helping you 
to capitalize to the fullest extent on our efforts. 


3. Working out properly balanced stock assortments for 
your business volume and by the “popularity rating” of 
various trap sizes in your territory. 


4. Helping you to keep your inventory at the maximum. 
turn-over-per-investment point while assuring sufficient 
stocks for all requirements. 


2%. Offering you our cooperation and help in organizing 
your trap department, your field sales work or local ad- 
vertising efforts, in the interest of our mutual profit from 
the promotion of this line. 


Details of this complete plan will be presented on re- 
quest. Write, phone or wire today. 


The Investment and 
the Turn-over 


As a rough guide as to the turn-over possibilities of the 
Yarway Universal Trap—a stock of approximately 
$350.00, occupying only 12 sq. ft. shelf space (see 
photograph on next page), is usually sufficient to do 
$5000 worth of business with a turn-over of more than 
fourteen times. 


YARNALL-WARING COMPANY 








4)” No. 60 










































































Only IY, sq. ft. shelf space needed 
The Yarway Sales Policy 
= and the Dealer’s 





| » aa e 
Responsibility 
N 

The Yarway sales policy is clear-cut, definite, business- 
3 building—both from the standpoint of immediate sales 
and of accelerated profit over the long pull. 
. 

1. A complete line of traps representing great advance 
" in engineering design, manufactured from the finest 
: materials available by an organization known for 27 
u years for unusual skill in the production of high quality 
n steam specialties, And Yarway Traps are finished to 

look the part. 
‘a Yarway stands squarely behind every trap and will re- 
A place any which is demonstrated to be defective in any 


aspect. ® 

es The Dealer’s 

2. Selective distribution, with restrictions as to the num- *hethte«. 2 Tl e .. 
. . . . . . ~~ oy 

e ber of distributors in a trading area—thereby insuring Responsibility il aa 

le a fair profit to all dealers featuring the Yarway Trap. > - » 

: Program is as Follows 

3. Freedom from competition from his source of supply 


on all business which the distributor can reasonably ex- 





- " , ; 1. To purchase a stock sufficient to answer all calls-—ane 
if pect to sell himself—and generous adjustments on all age ; , a oe 
Ee , bite ' to maintain this stock at 1009 at all times. (We wil 
business in his territory which it is necessary for Yar- ; 3 , . 
—— ss ; help you arrive at the size and assortment required ir 
way to assist In securing. ’ 4 Es 
nil 5 your territory; a 5350.00 stock takes up only one an 
" A. Price policy. Established resale prices are reasonable one-half square feet shelf space, is sufficient to do ap 
and competitive. We have but one jobber price—a price proximately $5,000 annual business. ) 
1g whereby the jobber and the factory can make a legiti- NO STOCKS WILL BE OFFERED ON CONSIGNMENT 
d- 


mate profit, making the line mutually worthwhile for iat : 
mf both t ' eal 2. To let his customers know he is the local source o 
oth to promote aggressively. ; : ; cos 

, ni ‘ supply for the nationally advertised Yarway Universa 


x Phere will be no deviation from this price policy. Prap- by planned circularizing and other local promo 
; is : . tional means. (We will cooperate with material fom 
S.A powerful advertising program to introduce this 
‘ 5 5 : 
: oa ea ‘ such work.) 
trap to all trap users and to build and maintain a_posi- 
1] tion of “first preference” for this trap in the minds of 3. To put a really aggressive sales effort behind this plan 
industry. Have every salesman carry a small trap with him. Put 
— . out traps on trial with your better customers. Use ever 
G. Selling helps, literature and other promotional and nee ' saci y 
: ; ; : HN ' trap sale as a beginning for building a repeat orde 
educational material will be supplied to the distributor ; : ' tg : 
” : ae 5 ; : business with that customer. Sell standardization with 
to enable him to properly tie in with our national busi- ; ve ; 
ly : © te ‘ : ; the Yarway Universal Trap —one stock of spare traps 
} ness paper campaign. In addition, Yarway will assist the i 
pes eis. : ; : : one stock of repair parts, one type and only one fo 
7 distributor to intelligently stock the Yarway line—to ae se a me 
alice aes : maintenance men to be familiar with. And no “special 
n correctly maintain adequate inventory——and to aggres- 


, : fan trap “headaches.” Sell the idea of installing new Yar 
sively present the Yarway Trap to his customers. = ; : 
F ' way Traps instead of repairing ordinary ones. Usually 


this costs less. 


Your profits will be in direct proportion to the effort 


you put forth to capitalize upon this latest sensation in 
‘ Chestnut Hill - Philadelphia tite — iii 


trap history. Let's go! 






the powerful 


advertising support 
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THE SMALLEST SIZE.. 
THE BIGGEST SENSATION 
IN STEAM THAP 
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ANNOUNCING” 


rue YARWAY “UNIVERSAL ste TRAP 





wrt" 
> 


HERE IS A TRAP FOR ALL REQUIREMEN 


° PAWN ALE Weve , 
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wThaM TRAPS 





90 Thousand Trap Prospects will read this Yarway Advertis- 
ing in these leading business papers... beginning this month 


Write, Phone or Wire today 


TERRITORIES MUST BE RAPIDLY CLOSED AS 
THE TRAP BUYING SEASON IS ALREADY HERE 









on the fine points of the product, | ¢ 

but also gives the sales manager an BES wleENR o>, YE Ny 

opportunity to check up on the ap- | © 

proach, presentation and closing of 

or FASTER? YES! 
The company further states that ad 

this method of conducting sales 


schools has already started to pro- CEvs s\ )>) 3 RY, YES! 
duce results. ‘end e 











Holihan Represents Triplex 
Specialty Company 











@® J. Frank Holihan, formerly with 

the heating department of W. M. 
Pattison Company, Cleveland, Ohio 
for 28 years, is now representing 
Triplex Specialty Company in the 
Cleveland territory. 













On this forming die, accurate diameters and depths A Dumore No. 9-HG touching 
were obtained in one set-up by using a Dumore up a radius. Extension spin 


H. Channon Company No. 5 Grinder with a eup wheel, dies get into the tight places 
Increases Sales Force 


/ 
® The H. Channon Company, Chi- We Tell ‘em So You Can Sell em 


cago, has increased its sales — , , , — 
Sosee end wow tne SS ecleene fe. The above headline and illustration is from the 









cluding six city desk operators. Dumore advertisement appearing in the August issue 
of MODERN MACHINE SHOP and the Septein- 
ber issues of MACHINERY and AMERICAN 
MACHINIST. The whole object in this and all 


@ Two new lines with exclusive other forms of Dumore advertising to the trade is 






Adds Two New Lines 































REMENTS distribution in Western Massa- to help you—to make it easier to sell Dumore 
chusetts have been added by Stacy _ 
ee ; oe Grinders. 
Lm Supply Company, Springfield Mas- 
; sachusetts as follows: Kable Kord One distributor’s salesman reports this enthusiastic 
belts and V-belts manufactured by . - . . 
“A " aes comment by a Foreman of an aggressive shop in a 
L. H, Gilmer Company, Philadel- “4 : rN | hi 
wa phia, and all types of hose manu- mid-western city: too a ae ne 
_ factured by Electric Hose and can't hope to keep pace with the present day de- 
Rubber Company, Wilmington, mands on it without modern grinding tools. I bought 
WAY Delaware. our first Dumore lathe grinder 15 years ago. It 
Hs st started paying dividends at once—we were able to 
mam ¢ 
turn out better work, faster and cheaper. As a re- 


sult we now have two Dumore lathe grinders and a 


No. 9 hand grinder.” 


The advantages of owning Dumore Grinders are so 





obvious that sales come easy. Once sold they stay 
sold. And, as in the example above, one sale fre- 
quently leads to another. Send in a list of grinder 
prospects and Dumore will help you go after the 


generous profits. 





MAIL THIS COUPON 


The Dumore Co., Dept. 165-H 
Racine, Wisconsin 





I am attaching a list of prospects for 
Dumore grinder 


After a long automobile trip, our pho- 
tographer caught Mr. and Mrs. Vance 


Name 


UMORE 





- Boyd of Standard-Shannon Supply DE RS — 
Company, Philadelphia. Both seem | GRIN — nee : 
happy and not one bit tired. 
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PUMP DESIGN 


















ONLY fwo 
PUMPING GEARS 


Illustration above shows the extreme sim- 
plicity of operation and construction of 
the Roper Pump. Only two moving parts 
—perfectly cut pumping gears—produce 
maximum mechanical and volumetric 
efficiency 

@ Extra long, large bearings 


® Accurately hobbed gears 
pressed onto shafts 


keyed and 


® Carefully machined case 


@® Rugged, cast-iron construction 
Write today for Bulletin 
WSR-1 and prices on Rope 
Rotary Pumps 


Geo. D. Roper Corp. 
Rockford, Illinois. 





all times. 


Ohio Ball Bearing Opens 
Three More Stores 


@ In addition to having stores in 

such centralized locations in 
Ohio as Cleveland, Cincinnati and 
Youngstown, The Ohio Ball Bear- 
ing Company, Cleveland, has opened 
stores in Akron (June 1934), Co- 
lumbus (November 1934) and 
Toledo (January 1935). All stores 
carry complete bearing stocks and 
these six outlets in Ohio places 
stocks within a few hours of Ohio 
users, assuring prompt service at 


Mine and Smelter Has New 


| Warehouse in Salt Lake City 


@® The Salt Lake City branch of 
The Mine and Smelter Supply 


| Company, has occupied its newly 


erected warehouse at 235 West) 
Second South Street, only a block | 
or so away from its main building. 


This new building, one story in 


height, which is designed primarily 
for storing heavy and bulky mate- 
rial, has a railway siding directly 
in front of its door. It has a two- 
way entrance and exit, so that an| 
automobile truck may enter one 
door, through the building, 
out the other. The rear 
door connects with an alleyway, 
which provides an outlet to the 
street in the rear of the structure. 
In addition to the two main doors, 
the building has extra doors at 
both the front and rear. 

The accompanying picture, taken 
before the stock was completely in 
order, shows the wide aisle for 
trucks, running through to the rear 


pass 


and go 


|of the building, and the “A” frames 
|used for storing bar steel. 


It will 
be noted that the spaces 
bottoms of these “A” frames are 
used effectively for storing pur- 
It will also be noted that | 
the floor at the left and at the right, | 
rear of the building is elevated. | 
This not only keeps material off | 


poses. 





| for handling any 


| tories, cold storage 
| plants, chemical 
| plants, 


ELL 


Conplicle 


ROPER PUMPS 


GENERAL USE 


clean liquid in fac- 


dyers and 
cleaners, etc. 
(Write for Bulletin 
MSR-3). 


POWER 
TRANSMISSION 


automobile 


estokers, 
plows, 

(Write for 
letin MSR-5) 


etc 





MACHINE TOOLS 


for handling cut- 
ting compounds 
and lubricating 
liquids on metal 
working machines 


(Write for Bul- 
letin MSR-4). 
GASOLINE 
AND OILS 
especally suited 
for transferring 
petroleum  prod- 


ucts in bulk sta 
tions, 





Bulletin MSR-7) 


HAND TRANSFER 


rotary gear or 
type, for handling 
thin or thick liquids. 
Attach to any type 
container. (Write for 
Bulletin MSR-2) 


vane 


handling asphal! 
tum, creosote, g!u 


and other 
liquids 


Bulletin MSR-9) 





at the Geo. D. Roper Corp. 


Rockford, Illinois 
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for hydraulic 
lifts, 
elevators, presses, 
snow 


Bul- 





refineries 
etc. (Write for 





HEAVY LIQUIDS 


steam jacketed for 


cose, molasses, tar 
viscous 
(Write for 


SUPPLIES 
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sHOW 


& High speed action is one reason why “Yylean 
Superior” Chain Pipe Vise is a rapidgive seller. 
\ sturdy tool wholly made of@ough wrought 
double service— 


double life. The har we ON TOP for conven- 


Ope Pation. 


steel. Reversible jaws pr 


ience and fast Two sizes—each 






having 1.” 


ww 


* 


g size. 





1H. WILLIAMS A CO. 
The Wrench Peopi 


“tres \ " 
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‘r capacity than other vises of 


A good seller because it’s a worker. 


“Vulcan Superior” is a — « = ice tong for 
a 





both pipe and fittings. I jaw radius and 


novel chain “hang” ‘an extra “bites” and 


double-quick actin The “V” recess in the jaws 


assures inst positive grip on fitting-. 


yy” * . * Gs 
Asfa®t moving line of tool holds, m tra” 


signifies sturdiness, streng e al “chat- 
he\Wre accurately 
machined, speciall¥ Vieag Peated and hardened 


to assure severe and long service. 


tering” and vibrationg, 


In every sense 


of the word ....°° The Holders That Hold!” 


BoE RIOR OROP-FORGED Toom SALI H 
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Hollow Screws look much alike but “ALLENS” and others aren't made alike 
— which explains why they don’t SELL alike when the customer buys by tests. 
Cold-drawing the sockets of Allen screws avoids bending or spreading the 
fibres of the metal — whereas bending, spreading or stretching the fibres 
weakens the structure of the steel by breaking the cohesion of the fibre bundle. 

Allen cold-drawing packs the fibres of steel more closely together; in- 
creases cohesion and density of the metal; compresses more strength into 

a given diameter of screw. 


i here's only one make of cold-drawn screws:—only Allen Distributors sell them. 
And that condition lends itself to quite attractive profits for Allen Distributors. 


THE ALLEN MEG. COMPANY 


HARTFORD, Conn. U.$.A. 
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the ground level, but facilitates 
truck loading and unloading. An 
electric hoist and trolley is used 
for handling sheets. Acids are 
stored in a separate shed. 

The new warehouse is situated 
at the back of a deep lot owned by 
the company, leaving plenty of 
room for another building facing 
on the street. : 

R. W. Butler is manager of the 
Salt Lake City branch of The Mine 
and Smelter Supply Company, 
while N. W. Simpson is manager of 
the mill supply department. 


Planning Ahead for 
Replacement Business 


@ W. L. Smith, an industrial dis- 

tributor of Newburgh, New 
York, is making a resurvey of re- 
placements necessary by the vari- 
ous industrial plants in his terri- 
tory. Mr. Smith states that he is 
making this survey in order to be 
prepared for the purchase of these 
replacements as soon as_ business 
conditions improve. 


Federal Pipe Adds to 
Steel Stock 


@® Federal Pipe and Supply Com- 
pany, Fresno, California, has 
added sheared plate to its stock of 
steel it is now handling. 
The company is also traveling 
three men outside, covering the 
San Joaquin Valley district. 


The Result. of Price Cutting 





“Yes Justa Be Low Bioven” 


The above appeared in a mailing piece 
blotter sent out by Henry A. Kries 
and Sons Company, Baltimore. Need- 
less to elaborate further, the photo- 
graph speaks for itself. 
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Let the FEDERAL HOUSING ACT 


Help You Sell Alemite “Modernization” 





ae 
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EQUIPMENT 









(Right)Lubricating modern verti- 
cal turret lathe with an Alemite 
Powergun. (Below) Alemite Auto- 
matic Grease Cups provide 

constant flow of lubricant 
on overbead shafting. 








Here’s a Splendid “Door Opener” for 
You to Explain How Alemite Lubrica- 
tion Stops Waste — Saves Power — Cuts 
































HIGHLIGHTS of the 
FEDERAL HOUSING ACT 
PROGRAM 


lL. Loans up to $50,000 available. 





: Expense— Eliminates Costly Machinery 
i Breakdowns 


. "7 , . 
. : ae ‘ 2. Not more than 5% interest. 
Many plants of all sizes are going to rehabilitate their 4 : 


| present machinery and equipment with funds now made 

| available through the Federal Housing Act. Be one of 

the first to get in on the ground floor and explain to these 
plant operators that lubrication maintenance is one of the 
most important phases of plant rehabilitation. 


« 

3. Repayment plan: Monthly payments spread 
up to 5 years. 

4... Funds may be used for modernization, 


maintenance, repair, production or power 
plant rehabilitation purposes. 


Now is the time to point out to manufacturers in their 
own plants the many modern lubrication devices offered 
by Alemite. Show where and how Alemite Lubrication 
Equipment will effect great savings annually. Emphasize 
how the mess, grime and contamination from antiquated 
“oil can” methods can be ended. Then point out how 
plastic lubricants, applied by Alemite Hand Guns or 


get in contact with the proper authorities. Look over his 
present equipment; show him just where he can cut costs. 
Fill in the coupon for additional information — AT ONCE! 


4 Powerguns, assure positive lubrication of all vital bear- ALEMITE CORPORATION 
f ing surfaces—with less frequent application. (Division of Stewart-Warner Corp'n.) 
é 1886 Diversey Parkway Chicago, Illinois 





Explain that the cost of this “modernization” program is 
surprisingly low. If the plant operator wishes to avail r = ee ee ee mee 
iss himself of the Federal Housing Act—you can help him 


ey Se 
Dept. H 

" Corporation) 

tkway, ¢ hicago, Illinois 

Please send me, without 


ALEMITE CORPORATIC IN 
(Division of Steu art-Warne ; 
1886 Diversey Pa 


new HAND GUN and PITTING CATAL ae 
ALEMITE® 
ate U PAT OFF Address 
Butt Application of the Correct Lubricant TR 
notleda bhicati Stati 
No. of Salesmen | 
ee oe mee 2 ee ee ee e 








1935 





AUGUST 





ARMSTRONG 





Deep Throat 





Tool Makers 



















[ 


Light 





Machinists 





It’s Strong 
if it’s 
ARMSTRONG 


Medium Weight 
Heavy Duty 


Drop Forged 


CLAMPS 


Special High Carbon Steel, improved drop forged 
designs that give maximum strength for weight, 
accurate machining and careful heat treeting make | 
ARMSTRONG CLAMPS absolutely dependable— | 
stronger, stiffer. Screws are of special Steel with 
double-wear threads, are perfectly aligned. A 
complete line that clamp users know and prefer. 


ARMSTRONG Setting-Up Materials 


This outstanding line of improved Setting-up tools includes 
drop forged Strap, ‘‘U"* and Finger Clamps; ‘‘T’’ Bolts, 
the ARMSTRONG Planer Jacks, and ARMSTRONG 
Non-Skid Vertical and Bracing Jacks 


Lathe and Milling Machine Dogs 


Drcp Forged from special open hearth steel, ARMSTRONG | 
DOGS are exceptionally tough and stiff. “Designs and pro- 
poitions give balance in all positions. Straight and bent tail 
types in all weights and sizes with over-size hubs that permit 
re-tapping—give double life. Screws are Alloy Steel with 
double-wear threads; are hardened at the point to prevent up- 
setting; come in Square-head, Headless and Safety Types. 
ARMSTRONG Milling Machine dogs have flat tails that fit 
head-slot—prevent back-lash 


Write for Catalog 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
305 N. Francisco Ave., CHICAGO, U.S. A. 
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Brunner Occupies New Home 
in Kansas City 

@® The H. J. Brunner Hardware 

and Machinist’s Supply Com- 

pany, Kansas City, Missouri, has 

moved from 1512 Grand Avenue to 

a new location at 1506-08 Main 





Street. In its 
company is able to carry all the 
stock on one floor that occupied the 
main floor and basement at the old 


new address, the 


address. The offices in the 
location are on a mezzanine. The 
Brunner Company continues to 
occupy a warehouse at 1612 Main 
Street in addition to its main loca- 
tion. 


new 


Great Lakes Supply 
Adds Keystone Line 


® Great Lakes Supply Corporation, 

Chicago, has added the lubricat- 
ing line of Keystone Lubricating 
Company to its line of industrial 
supplies, according to C, A. Chan- 
non, vice-president. 


New Salesman for 
Peerless Mill 
@ Peerless Mill Supply Company, 
Buffalo, New York, has added 
Henry L. Thompson to its sales 


| Staff. 


Features Air-Conditioning 
Equipment 


@ Buford Brothers, Incorporated, 
Nashville, Tennessee, is featur- 


|ing Carrier air-conditioning equip- 
|/ment and so far this year has in- 


stalled eight air-conditioning jobs 
in its territory. The company 
states that the prospects for fur- 
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Condor Air Hose on T.V.A. Project 


Heavy, rough service, such as is pictured in the accom- 
panying T. V. A. project scene, earns for Condor Air Hose 
its well-deserved reputation for dependability and long 
life. Designed to wear and wear under the punishing work 
encountered in shops, mines, engineering projects and 
drilling operations all over the United States. Withstands 
external abuse, varying pressures, oil in the air line and 
exposure to sun and weather. . . . Condor Air Hose is manu- 
factured exclusively of the strongest grade of heavy cotton 
duck, impregnated through and through with a tenacious 
rubber bond, wrapped about a thick, tough, oil-resistant 
tube, and having on the outside a wear-resisting, slow- 
aging rubber cover. Also supplied molded type in long 
lengths. One experience with Condor Air Hose economy 
will convince your customers. 


~X\ % | re. 
>A SR ee. BS 
+ Ae, te 


Ask for details on Manhattan Franchise 


THE MANHATTAN RUBBER MFG. DIVISION 
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OF RAYBESTOS-MANHATTAN, INC. 
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AIR HOSE 
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Compensated Belt 
Standard Belt 
V-Belt 

Conveyor Belt 
Acid Hose 

Air Hose 

Brewers Hose 
Contractors Hose 


Textile Mill Specialties 


Creamery Hose 
Dredge Sleeves 
C.1. Air Tubing 


Fire Hose 
Hydraulic Hose 
Packers Hose 
Paper Mill Hose 
Sand Blast Hose 
Sand Suction Hose 
Spray Hose 
Steam Hose 
Water Hose 
Chute Lining 
Launder Lining 
Garden Hose 


Industrial Brake Lining and Brake Blocks 


Other MANHATTAN Products 


Other Grades of Hose 
Suction Hose 

Oil Hose 

Packing 

Matting 


Pump Valves 
Tubing 
Washers 


Molded Rubber Goods 


Oilless Bearings 


Belting of Every Description 
Molded Hose for Every Service 


Write for New General Catalog 


You make SATISFIED CUSTOMERS 
when you sell 


Desmond-Stephan 


Recognized Quality 








DESMOND 


DRESSERS AND CUTTERS 





Nos. 0, 1, and 2. | 
long wearing bearings and cutters. 


The only complete line of 
wheel truing tools on the 
market. When you sell 


Desmond-Huntington Dressers with 


HE most profitable business 

you have is that of your satis- 
fied customers whose repeat orders 
help keep tool sales up. And no 
products provide a more active 
source of this business than Des- 
mond-Stephan. 


Desmond Stephan quality actually 
saves customers money through im- 
proved performance. It is your 
assurance of repeat business. 


The extra strength 


the Desmond line you have 
the prestige of selling the 


leader in the field 








Do you have a full 
supply of these im- 
portant sales aids? 


@ Desmond Dresser and 
Simplex Vise Catalogs 


and serviceability pro- 
vided by the solid 
steel slide found 
exclusively on SIM- 
PLEX vises — isa real 
sales advantage. With 
thousands of worn, 
battered vises in use 
today, it can be used 
with excellent effect 
to build profitable 
business. 








@ Catalog Sheets for 
|| Distributors’ Salesmen 











@ Up-to-date price lists. || 


URBANA, OHIO 
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Supply and 
Ristributors 


MIDDLETOWN, N.Y. 
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SIMPLEX STEEL SLIDE VISES. 


The DESMOND-STEPHAN MFG. CO. | 











J. G. Moebius, genial vice-president 
of the Mohr-Jones Hardware Com- 


pany, Racine, Wisconsin. Following 
a hard day in the office, Mr. Moebius 
enjoys nothing more than working 
about his home. Mr. Moebius has 
been with Mohr-Jones for many years 
and knows the business very thor- 
oughly. 


ther installations during the sum- 
mer look very promising. 

In addition to air-conditioning 
equipment, the company is_ spe- 
cializing on commercial refrigera- 
tion and heating equipment. This 
type of equipment is being handled 
in a separate department. 

The engineering department is 
under the supervision of M. T. Gos- 
sett, sales engineer. 


Smith Heads Morley’s Mill 
Supply Department 


@ L. W. Smith, formerly general 

purchasing agent for Morley 
Brothers, Saginaw, Michigan, has 
recently been appointed manager 
of the mill supply and plumbing 
and heating department. Mr. 
Smith took over his new duties 
May 1. He has been with Morley 
Brothers for 12 years. 


J. H. Moran Forty Years 
With English Brothers 


@ On July 1 last, James H. Moran, 

president and general manager 
of the English Brothers Machinery 
Company, Kansas City, Missouri, 
observed the fortieth anniversary 
of his affiliation with that organiza- 
tion. When he joined English 
Brothers July 1, 1895, Mr. Moran 
went to work as an errand boy. 
His service with the company has 
been uninterrupted. He advanced 
step by step until he finally reached 
the highest position attainable in 
the company. 
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WE HELP YOU SELL 
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These Wickwire Spencer wire rope adver- 
tisements are dollar saving hints that at- 
tract customers for you. They appear ‘ ‘ 
monthly in:— In every Wickwire Spencer office there 


is a wire rope specialist at your service who 











ii Hh 








| 
HH 
a 


| 
i 7 | 
ah ne 


iM 


a i 


Mt 
h Hi a tl l 








Construction Methods Oil Weekly 


inaiiasins Hnaiigins iia will be glad to call with you on your pros- 
Petroleum World Pit & Quarry pects. He knows the technicalities of wire 
National Engineer ME & Voster; rope, its uses and economical practices. His 


West Coast Lumb ikoak 
appre Piha an help means customers that will stick to you. 
Buildings and Building Management 














WICKWIRE SPENCER STEEL CO., 41 East 42d St., New York, N. Y. 


Gentlemen: Please advise me about (__) on hove Sales Call Help; 
re @ Engine eering Service to my custome ( ) Co-operative 
Advertising Opportunity 


WICKWIRE SPENCER : wame 
STEEL COMPANY : 





SN cnet he fae de ne cas eee en or eae eee eee ear ee ee 
41 East 42d St. New York City 
{ddress 
SAN FRANCISCO BUFFALO ~ 
WORCESTER CHICAGO 2 See ree ee 4D i ed oD esa eel eas ae 
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Mi U-W Mi 
QUALITY 
PRODUCTS 
A DEPENDABLE 


AND 
A 


COMPLETE 
LINE 
OF 


TACKLE 
BLOCKS 


AND 
SHEAVES 
FOR 
WIRE ROPE and MANILA ROPE 
A TYPE FOR 
EVERY 


KIND OF 
SERVICE 


MADE TO A 


DEFINITE STANDARD 
OF QUALITY FOR 


MAXIMUM SERVICE 








CATALOG AND DISCOUNTS 
ON REQUEST 


ESTABLISHED 1871 





Main Office and Factory 


1168 W. Ith St 


CLEVELAND, OHIO 


BRANCHES 
YEW YORK 


AND WAREHOUSES 
BUFFALO - PITTSBURGH 
CHICAGO 











Mine and Smelter Adds 
Yale and Towne Line 
@® The Mine and Smelter Supply 
Company, El Paso, Texas, has 
recently been appointed distributor 
in that territory for the Yale and 
Towne line of electric trucks. 
The company has also added a 


| complete stock of Yale and Towne 


|@c. W. 


| and 


other 


| efficiency. 
the company is on a stand below the | 


parts for all their hoists, thus as- 
suring prompt service on all repair 
jobs. 


Worthington Executives 
Attend Hardware Convention 


@ A. J. Gaehr, president and H. E. 
Hulburd, vice-president, of the 
George Worthington Company, 
Cleveland, Ohio, recently attended 
the National Retail Hardware Con- 
vention in Detroit, Michigan. 


Seattle Distributor Changes 
Company Name 


Peat and Sons, Seattle, 

Washington, has changed the 
company name to the Peat Belting 
and Mill Supply Company, a part- 
nership consisting of Alfred A. 
Peat and Charles E. Peat. 

The company also announced that 
it has purchased a four-story build- 
ing at 313 First Avenue, South, 
with this increased space, it 
plans to take on packing, valves and 
allied lines in conjunction 
with the leather belting manufac- 
tured by the company. 








F. W. Barley, secretary of the Chris- 
tie Frey Company, Los Angeles, has 
his desk arranged for the highest 
A complete catalog of 


desk light. When not in use, it may 


be folded in a case and carried to | 


the customer. Mr. Barley has been 
eleven years on the West Coast, 
coming here from sixteen years’ serv- 
ice with Charles A. Strelinger Com- 
pany, Detroit. 





an excellent aid to 
effective welding 
rod sales and service 


porerial 
| WELDING ROD L 
SUPPLIES 





The New 
IMPERIAL 


WELDING ROD 
MERCHANDISER 


Not only is this new Imperial 
| Welding Rod Merchandiser exceptionally 
| valuable in building welding rod sales thru 
| effective display but it provides a 
| simple, logical method of buying, stocking, 

and selling welding rod. 

Located on your display floor, or wherever 
most convenient, it provides a plainly labeled 
shelf for each type of rod and for flux. It 
thus constitutes a handy method of stocking a 
complete welding rod assortment 

The Imperial Merchandiser is sold as a com- 
plete unit, stocked with Imperial quality rod 
in the types selected to meet your customers’ 
needs. Its economical, effective sales and 
service value is worth investigating. 


ALSO MANUFACTURERS OF IMPERIAL 
FITTINGS, PAINT AND SPRAY 
EQUIPMENT AND _ SETTE FAUCETS 


IMPERIAL BRASS 
MANUFACTURING CO. 


511 S. Racine Avenue 
anf < % Vaio 
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THE REPUBLIC 
9-POINT POLICY 


- 


A line of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the 


trade solicited. 


* 


A quality of product uniformly 
good and capable of delivering 
service results that should reason- 


ably be expected. 


4 


A price basis inducing and mak- 
ing possible aggressive competi- 
tion with reasonable profit return. 


a 


Freedom from competition 
from his source of supply, 
either direct or indirect, 
among the trade covered by 
his day to day solicitation. 


oO 


Selling helps of reasonable 
amounts so that his sales force 
may be given the advantage of 
specialized training and a knowl- 
edge of the product sold. 























% Between the letter and the spirit of busi- 
ness policies, as well as fishing regulations, 
there is latitude for action that is governed 
solely by the unwritten rules of good sports- 
manship. 


Republic’s support of Mill Supply Dis- 
tributors is not only revealed by the letter of 
our Policy but completely guides the activities 
of every man in this organization. In the 
spirit of good sportsmanship it goes to the 
limit in furthering distributors’ success by 
every possible means of protection and assist- 
ance. 


Backed by such whole-hearted cooperation, 
distributors are able to make the most of all 
the opportunities for the sale of mechanical 
rubber products that their territories afford. 
vt at 


}: KA THE REPUBLIC 
gam RUBBER CO. 


MECHANICAL RUBBER PRODUCTS 
FOR EVERY INDUSTRIAL REQUIREMENT 


YOUNGSTOWN, OHIO 





These po werful 
selling points, 


1. GREATER STRENGTH. Special method 
of welding and heavy rolled edges give these 
pulleys their ability to ‘stand up and deliver” 
under the most severe use. 

2. TRUER-RUNNING assured by extra heavy 
hubs of steel or malleable iron. No die cast 
hubs used. 


3. ATTRACTIVE APPEARANCE. All 
pulleys finished in durable silver aluminum 
acquer. 

4. COMPLETE LINE. Maurey manufac- 


tures the world’s largest line of single groove 
steel V-sheaves. 





MAUREY 





the quality pulley 


that has no equal 





sold thru distributors 
under a highly effective 
sales plan providing 








margin, prompt service, 
minimum investment. 





The New Maurey 
Variable Pitch 
diameter V-Pulley 
gives wider pitch 
adjustment, posi- 
tive setting, 
greater strength. 


Rows making 
for distributors...... 


It will pay you to investi gate! 


MAUREY MFG. CORP. 


2907-15 S. Wabash Ave. Chicago, Ill. 











It’s actual results that 
sell unions 


HE bronze-to-bronze ftea- 

ture of construction in 
DART UNIONS produces a 
true ball joint which is non- 
corrosive, leakproof and re- 
quires no packing. They are 
time tested and time proven 
and for 40 years have been 
“standard equipment’ with 
leading industrials, public utili- 
ties and railroads. 


DART U 


E. M. DART MFG. CO., PROVIDENCE, R. I. 


Sales Agents: 
The Fairbanks Company, New York 
and at all branches 





BRONZE-TO-BRONZE 





Canadian Factory: 


Dart Union Company, Ltd. 
Toronto, Canada 








protection, good profit* 
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SALES. 








It looks like an arrest but actually 
it is only a rear view of “Russ” Dun- 
can and Carl Channon in heavy con- 


ference. It is probable that no good 
will come of this. 





Merger of Two Industrial 
Supply Houses 


| ® Machinery and Welder Corpora- 





tion, 312 N. Sheldon Street, Chi- 
cago, has announced the consolida- 
tion of the Welding Equipment and 
Machinery Corporation, St. Louis, 
with its company. 

The company will operate the 
office in St. Louis at 240 South 
Boyle Avenue, as a branch office, 
with complete stocks of materials 
carried in that office. 

The Machinery and Welder Cor- 
poration is distributor for General 
Electric Company on are welding 
equipment and supplies in Chicago, 
Milwaukee, Kansas City and St. 
Louis. 


Benson Company Now 
Distributing Hewitt Line 


@ The L. A. Benson Company, In- 

corporated, Baltimore, Mary- 
land, is now distributing the hose 
and belting line manufactured by 
Hewitt Rubber Corporation in the 
Baltimore territory. 


Machine Tool Dealers to 
Meet in Cleveland 


| @ The annual meeting of the As 


sociated Machine Tool Dealers 


| will be held September 9 in the 
| Cleveland Hotel, Cleveland, accord- 


ing to an announcement by Harry 
Barney, secretary of the organi 
zation. 
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OU can’t laugh off the test of time. No matter how well a product 
is advertised, priced or sold, it has to be made right to succeed 


in the long hard pull of years. It’s performance that counts. 


Through more than 50 years of manufacturing for industry, com- 
plete confidence has been built around the Thermoid name. Certainly 
that could only have been won and held by merit consistently built 


into Thermoid Products. Thermoid Rubber Company, Trenton, N. J. 
BELTING « HOSE « TUBING « PACKINGS 
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Dealers who sell tools above the usual 
quality grades should get discounts and 
sales information on 


SIMONDS “Red Streak’”’ 


HIGH SPEED STEEL 
HACK SAWS 


for hand or power machine use. Their distinctive Red Back Edge 
trademark and the neat finish of the blades make them an espe- 
cially attractive item to merchandise. 


SIMONDS SAW AND STEEL Co. 
The Saw Makers — _ Fitchburg, Mass. 
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“Valuable 


Reference’ 


@ “We keep this Directory in our up-to-date file at 
all times and find it of much value as a reference in 
locating products of manufacturers whose merchan- 
dise we do not handle. Every one of our employees 


has taken a keen interest in carefully studying this 
edition.” 


—John J. Potts, President 
The Galigher Company, Salt Lake City 





. 
This letter is typical of 


many received from dis- M | L L Sy U be od L | E ony 


tributors and their sales- thn cnly engine guiiiched tor Getiters 
men commenting on the 

usefulness of the Direc- and their salesmen 

tory Edition of MILL © 

SUPPLIES which is issued Directory 


annually in Mid-December. ee Edition 
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Curry Brothers Takes on 
New Lines 


@ Curry Brothers Oil Company, 

Boston, Massachusetts, has an- 
nounced the addition of two new 
specialties to its regular line ot 
industrial supplies as follows: The 
Trico automatic oiler and General 
Refractories Company high temper- 
ature cements. 





Specialization in 
Industrial Marketing 
(Continued from page 16) 





products adapted to a particular in- 
dustry. The line specialized in 
would vary from region to region 
throughout the country, but the 
distributor who specializes in this 
way will pick out the most impor- 
tant industry in the territory he 
serves and only stock the products 
which this industry demands. This 
is applying the principles of selec- 
tive selling both from the buying 
and the selling end. Of course, with 
a limited number of customers and 
a limited line such distributors are 
in a position to do a first class sell- 
ing job, both for themselves and 
the manufacturers they represent. 

4. By separating the mill supply 
division from the other depart- 
ments in their business. Here 
again one need go no further than 
the news columns of MILL SUP- 
PLIES for’ evidence of this 
tendency. Many hardware whole- 
salers, plumbing and heating 
wholesalers, electrical wholesalers, 
and others who have long done a 
mill supply business are segregat- 
ing this part of their business in 
a separate department with a 
specialist in charge. 

5. By a greater cooperation with 
manufacturers’ missionary — sales- 
men. One of the principal methods 
by which manufacturers educate 
the salesmen of their distributors 
is through the use of missionary 
men—salesmen whose task is to 
educate rather than sell. This edu- 
cational work is carried on in 
various ways but both manufac- 
turers and distributors seem to 
agree that, within limits, it is a 
most helpful and valuable activity. 
The work is of particular value 
whenever it tends to make more of 
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ell pipe that 
lasts as long as other 
equipment a a 


When you sell an industrial plant 
a compressor, a filter, a ventilating 
fan or any one of a hundred items 
out of your catalog, you insist on 
knowing something about how it 
is to be used. You couldn’t afford to 
sell, knowingly,a piece of equipment 
not suitable for your customer’s use. 

Use the same policy in selling 
pipe. Sell the kind of pipe that will 
last as long as the equipment with 
which it is used. Find out where the 
pipe is to be used. If it’s a cold water 
line or a dry steam line, standard 
weight is all right. If it’s wet steam 
or condensate, use a heavier wall 
pipe. If it’s for boiler blow-down 
lines, use the heaviest pipe you 
can buy. 

Customers will appreciate your 
advice. They don’t want shut-downs 
when pipe goes bad. They don’t 
want constant replacements. They 
want Republic Steel Pipe — with 
wall thickness graded to meet the 
service conditions. And it’s good 
business for you to help them get it. 









R EPUBLIC ;: . Repu blic Steel 
STEEL PIPE " 4 CORPORATION 


GENERAL OFFICES::: YOUNGSTOWN, OHIO 





51 












Wright Hoist is the right 


hoist to sell... 


and it's easier 


because of these 4 points! 


Turn to your Wright Catalog and 
check over the 21! points of the 
Wright Improved High Speed Hoist 
... Then study the four points em- 
phasized above... (!) The zinc 
coated finish —an exclusive Wright 
feature. (2) Precision ball bearings 
positively grease sealed with inner 
and outer ground races which 
makes for greater efficiency. (8 


WRIGHT MANUFACTURING DIVISION OF THE 
AMERICAN CHAIN COMPANY, Incorporated ray 


WRIGHT 


Gmproved High Speed Hoists 


Safety load chain guard—chain 
cannot ride out of pocket regard- 
less of position of hoist. (13) Ball 
bearing spindle bearing where 
speed is greatest to increase effi- 
ciency, reduce wear and insure 
alignment. Study these four fea- 
tures. Talk them. Demonstrate 
them. You'll then find the Wright 
Hoist is an easier hoist to sell. 


YORK, PENNSYLVANIA 
| 
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In Business for Your Safety 7 
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a specialist of the distributor’ 
salesman. 

With some lines of products it 
seems necessary for the missionary 
men to contact industrial user: 
direct, with a view to stimulating 
business for the manufacturer 
whom they represent through their 
local distributors. Such calls are 
desirable from the distributors’ 
viewpoint as they tend to develop 
additional technical information 
and permit the adjusting of any 
complaints which may have arisen 
with users. They should, there- 
fore, be encouraged by distribu- 
tors whenever other circumstances 
permit. 

It will be seen from the above 
discussion that several important 
trends are developing in the field 
of industrial marketing tending to 
minimize the old objections men- 
tioned in the first part of this 
article. In fact it may be said 
that today manufacturers. are 
giving more attention to industrial 
distributors for many reasons, but 
mainly because, through the use of 
such middlemen, they are able to 
increase the volume of sales mate- 
rially, without adding to fixed sales 
expenses. Many manufacturers 
whose products could not without 
difficulty be carried in distributor’s 
stocks, because of engineering con- 
siderations involved in their use, or 
for some other reason, have been 
working out plans for the develop- 
ment of other items that might be 
more suitable for sale through the 
industrial distributors. Such manu- 
facturers are thus able to place the 
responsibility for the selling of 
their entire line of products with 
distributors, and to have the latter 
take care of at least a substantial 
part of the business, thereby re- 
lieving their own salesmen of the 
necessity of giving special atten- 
tion to small orders. The willing- 
ness of manufacturers to do this is 
very largely an outcome of the 
tendency for specialization on the 
part of industrial distributors who 
have previously been handicapped 
because they have carried too many 
lines, or because they expected 
their salesmen to know too much 
about too many products. 

On the other hand, buyers of 
industrial products are demanding, 
to a greater extent than ever be- 
fore, service from the standpoint 


(Please turn to page 61) 
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WANTED— 
A YARDSTICK 


Recent developments point to an 

increase in the number of publicly- 

announced sales policies. It is im- 

perative that distributors develop 

a uniform means of weighing their 
relative merits. 


HILE distributors, individu- 

ally and as an industry, have 
always been vitally interested in 
the subject of manufacturers’ sales 
policies, their efforts to bring them 
into the open have not always been 
crowned with success. Since the 
first of this year, however, steps 
have been taken which point to the 
possible announcement 
new policies, 

These steps, with which all dis- 
tributors should be familiar, have 
been undertaken principally by the 
two distributor associations. Early 
this year, the National Supply and 
Machinery Distributors’ 
through its 
relations 
H. E. 
Supply 


of many 


Asocia- 
manufacturers’ 
committee headed by 
Ruhf, Cleveland Tool and 
Company, published the 
findings of a survey it had con- 
ducted on this subject. Question- 
naires (see next page) were mailed 
to all known manufacturers of in- 
dustrial supplies and equipment 
with the request that they supply 
the essential details of their sales 
policies. 

This 


tion, 


work was followed up, in 
the months preceding the May con- 
vention, in conjunction with a 
similar committee of the Southern 
Supply and Machinery Distribu- 
tors’ Association. The reports of 
two committees at the con- 
vention prompted attending dele- 
gates to adopt resolutions urging 
manufacturers to adopt and 
publicly announce definite sales 
policies. The American Supply and 


+} . 
nese 
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Machinery 
ciation, 


Manufacturers’ Asso- 
acting on this expressed 
desire of distributors, adopted the 
following resolution at that meet- 
ing: “Resolved—that this associa- 
tion endorse the program of manu- 
facturers publishing definite sales 
policies as a means of accomplish- 
ing the elimination of secrecy in 
its business practice.” 

Shortly after the convention, an- 
nouncement was made of the for- 
mation of a new group of manu- 
facturers to be known as The 
American Institute of Fair Com- 
petition. In the words of D. W. 
Northup, one of its founders, in 
an address before the National Re- 
tail Hardware Association in 
Detroit, “The foundation of the 
Institute rests upon a contract be- 
tween the Institute and each sub- 
scribing manufacturer. This con- 
tract requires the manufacturer to 
file in affidavit form a statement of 
his sales policy, which, in turn, the 
Institute will broadcast to about 
2,500 distributors, wholesalers, and 
officers of national associations in 
the mill supply, wholesale and re- 
tail hardware fields of distribution. 
Each manufacturer will be free to 
file any statement of sales policy 
he desires and can change his sales 
policy as often as he desires by 
filing a new policy statement with 
the Institute. All new statements 
will be broadcast to the trade. Like 
the financial statements filed with 
Dun and Bradstreet, the Institute 
will not try to influence or change 


any policy filed by a manufacturer. 
All of the influence to change a 
manufacturer’s policy if it is de- 
trimental to your channel of dis- 
tribution must come from you, be- 
cause the Institute will merely pass 
on to you a manufacturer's policy, 
whether it is good, bad or _ in- 
different.” 

This institute, the resolution of 
the American Association, are 
definite signs of achievement. It 
appears that distributors are going 
to get more and more definite sales 
policies to work with. 
ever, comes a question—how to 
weigh these policies correctly? 
Given the essential facts, what is 
the yardstick by which they should 
be measured ? 


Now, how- 


A survey just completed by 
MILL SUPPLIES dif- 
ference of opinion among distribu- 
tors on what points are most im- 
portant in a policy. In 
answer to a question designed to 
bring out their opinions as_ to 
which points in a manufacturer's 


shows a 


sales 


policy were most important, 735 
voted for “a statement that the 
manufacturer sells exclusively) 


through distributors where he has 
representation,” 50 for ‘fa publicly 
announced resale price,” 44 for “a 
statement to the effect that all dis- 
tributors are sold at the same 
price,” and 43 for ‘a statement on 
the method of handling direct in- 
quiries.” This survey, however, is 
too general to serve as a yardstick. 
It does give some indication of the 
characteristics of policies 
which distributors think to be most 
important and of the lack of uni 
form thinking on the subject. 

In addition to the dis- 
tributors replying to the question- 
naire were outspoken in favor of 
some announced form of selective 
distribution and _ statements re- 
garding merchandising 
fegarding selective distribution, 
many pointed out that the en- 
couragement of fly-by-night “brok- 
who carried no stocks, was a 
which tended to disrupt 


sales 


above, 


policies. 


ers,” 
practice 
markets. 


Still others felt that a simple 
statement to the effect that the 
manufacturer sold only through 


distributors was all that was neces- 
sary, that all other elements of the 
policy would follow naturally. 

The divergence of opinion thus 
shown demonstrates the need for 














1—Classification of your sales: 
A—100': through distributors? 
B—Larger volume through distributors, 
smaller volume direct to consumer? 
C—Larger volume direct, smaller volume 
through distributors? 
2—On direct sales what percentage above distribu- 
tor’s cost do you quote consumers? 
3—What are your cash discount terms? 
4—Do you suggest prices to be charged consumers 
by your distributors? 
5—On what basis do you make sales to the federal 
government? 
6—On what basis do you make sales to state, county 
or municipal governments? 
7—Explain briefly the nature of sales assistance you 
give your distributors. 
8—Do you allow freight on shipments of one hun- 
dred pounds or more? 
9—Do you limit your line to a selected group of dis- 
tributors? 
10—What territorial protection do you give your dis- 
tributors? 
11—Do you distinguish between stocking and non- 
stocking distributors? 
12—Is your sales policy effective in all sections of the 
country or are there exceptions for certain areas? 
A—If so, state the exceptions and the areas 
in which they apply. 
13—Do you sell to retail hardware stores? 
If so, on what basis? 
14—Do you sell equipment accounts? 
If so, on what basis? 








so en LS 
———— ees LL 
come means of measuring — the suggested by Mr. Northup in the 
luc to the distributor) of any same address mentioned above. 
manus ire iles polic vy. These, to be seen opposite the 


stionnaire employed by questionnaire of the National As- 
National Association might sociation, are a little more specific 
ve the purpose. A glance shows and to the point. 
is that it requires manufacturers In explaining question 1, Mr. 
» classit sales, to state direct Northup said, “The answer to this 
sales prices, to state cash discount question will tell vou whether you 
terms, to commit themselves on have to compete with vour own 
suggested resales and to make other source of supply for business in 
ertinent commitments. It has th vour territory.” 
elements of the vardstick we seek On number 2, his comments 


and has been used with success by were, “If a manufacturer's polics 


i good many distributors, is to sell the large 


consumers 


direct, vou should know whether 


Questionnaire used by the Na- 
tional Supply and Machinery 
Distributors’ Association to ob- 


leading 
policies. 


tain information on 
manufacturers’ sales 


or not the manufacturer is going 
to protect you and if so, on what 
basis?” 

Number 3, being obvious, Mr. 
Northup went on to explain ques- 
tion 4, “While this question does 
not affect you directly with your 
own source of supply, it does show 
whether or not a manufacturer has 
a policy built upon the protection 
of the distributor.” 

While his fifth question is more 
pertinent to the hardware field, the 
sixth he enlarged as follows, “‘The 
publishing of resale prices will 
show you whether or not you can 
make a fair margin of profit on a 
manufacturer’s product as well as 
being an inuflence for the stabiliza- 


tion of your own market.” Num- 
ber 7 checks number 6. 
To number 8 Mr. Northup 


added, “If a manufacturer neg- 
lects to state his position on this 
question, it is more than likely that 
he has accounts which may be get- 
ting a better price. If so, it 
enables the favored account to sell 
at a price which will show them a 
reasonable profit and with which 
vou cannot compete at a reasonable 
profit.” 

Numbers 9 and 19 are more or 
less self-explanatory, but to 11 h: 
added, “If a manufacturer sells a 
private brand at prices lower than 
his factory brands, the distributor 
who stocks his factory brands is at 
What 
is more, the manufacturer selling 
the private brand for less money 


a tremendous disadvantage. 


than his factory brand is creating a 
competitor for you in a preferred 
price position. When a manufac 
turer has preferred accounts in a 
price preferential 
helping to create a monopoly, as 


position, he is 


only his favored accounts are in 
a position to sell at a reasonable 
profit.” 

On question 12, Mr. Northup’s 
comments were, “In the past this 
has been one of the pet ways of 
cutting prices in certain channels 
of distribution or with large buy- 
ers. It is easy to take five cents 


out of the cost of an article and 
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Questions on sales policies pro- 
posed by W. Northup in 
address before National Retail 
Hardware Association in De- 
troit, Michigan, June 18, 1935. 


reduce the price fifty cents to 
favored accounts with the excuse 
that the cheaper article is not the 
same quality as the higher priced 
article.” 

On number 13, his comments 
were, “If you are not accorded at 
all times as favorable prices and 
terms as your competitors, how can 
you. offer merchandise to your cus- 
tomers on as favorable prices and 
terms ?” 

And to number 14, he added, 
“Warehouse stocks are direct com- 
petition with distributers and job- 
bers unless the manufacturer sells 
from warehouse stock at prices pro- 
tecting the distributor.” 

The two sets of questions out- 
lined here may not be the answer 
to the distributing industry’s need 
for a yardstick. 
explicit, 


Perhaps a more 
simpler set could be 
worked out which would simplify 
the task of checking policies. What- 
ever the form, however, it seems 
essential at this time that in- 
dustrial distributors settle on some 
standard set of requirements for 
manufacturers’ sales policies. 

Kven if the obvious advantages 
to distributors in having a yvard- 
stick for measuring the value to 
them of a given sales policy be 
overlooked, there still remains the 
possibility of encouraging more 
published policies through a clear- 
cut demand. Consider the predica- 
ment of the manufacturer who may 
be ready and willing to announce 
and stick to a distributor sales 
policy but who is more or less in 
the dark as to the elements which 
should be covered in such a policy. 
Wouldn't a specific set of require- 
ments hurry along his decision and 
wouldn't it reduce the losses which 
nevitably result from the “cut and 
try’ methods of the past? 

The efforts to bring to. light 
more definite policies seem at last 


‘o be bringing real results. Prog- 
ess will be much more rapid if 
manufacturers are given a clear- 


it set of requirements to meet. 
lhe resulting advantages to dis- 
butors need no enlargement. 
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Do you seil exclusively through distributors and 
jobbers in territories where you are represented? 
If you do not sell exclusively through distributors 
and jobbers what is your sales policy in respect 
to distributor and jobber protection in territories 
where you have representation? 
How do you handle direct inquiries and orders 
from retailers, consumers and non-siock carrying 
distributors and jobbers received from territories 
where you have established distribution? 
Are sales to retailers and consumers in territories 
where you have not established distribution made 
at prices allowing local distributors and jobbers 
to compete and make an adequate profit? 
Do you sell the mail-order house and chain store 
at prices and terms more favorable for the same 
article than you do the distributor and jobber? 
Do you publish suggested resale prices? 
If you have suggested resale prices to consumers 
do you in any case sell consumers direct at less? 
Do you have a published extreme discount for dis- 
tributors and jobbers? 
Do you give more favorable prices and terms than 
your published extreme prices for distributors and 
jobbers, in any form, including the following: 

(A) Rebates 

(B) Special discounts 

(C) Protection against price decline 

(D) Consigned stocks 

(E) Advertising allowances 

(F) Packing allowances 

(G) Carting allowances 

(H) Special freight allowances 
If you sell distributors at prices based on quantity 
do you offer all the same quantity prices? 
Do you sell private brands at prices lower than the 
same article under your factory brands? 
Do you offer to all distributors and jobbers and in 
all channels of distribution any special grades, 
quality, design and type of articles you manufac- 
ture at the same prices and terms? 
When you change prices and terms in any channel 
of distribution do you immediately give these 
prices and terms to all distributors and jobbers? 
Do you sell from warehouse stocks to retailers or 
consumers? 
If you sell retailers or consumers from warehouse 
stock do you make such sales at prices permitting 
distributors and jobbers to compete? 
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INSIST .. wis LABEL- | 


It is the Manufacturer's Guarantee to | 
You that he has Not Sold Goods | 


to others contrary to his Public Sales 
Policy on file with this Institute . . . . 


THE AMERICAN INSTITUTE | 
of FAIR COMPETITION, INC. 





436 Mutual Home Bldg. Dayton, Ohio 
AD x BUT TO OTHER BUYERS HE HAS 


v4 \\ pf at XTRA DISCOUNTS, CONSIGN.- 
&~ sd  . A’ | E ' 
“WE HAVE GIVEN NOBODY Ae MENT PRIVILEGES OR FREIGHT 
BETTER TERMS! THAT’S OUR 


ROCK BOTTOM PRICE.” 






ALLOWANCES, GIVING THEM A 
SALES ADVANTAGE 
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SECRECY 


NOW YOU CAN PROTECT YOURSELF 

AGAINST MISREPRESENTATION THRU 

MANUFACTURERS’ USE OF . 
e PRIVATE REBATES 
e HIDDEN CONFIDENTIALS 
e SECRET PREFERENTIALS 


. . «The First Practical Fact Reporting Organization for the 
Development of OPEN DEALING in ALL BUSINESS 


Wholesalers, distributors and dealers in every field of trade are keenly aware that 
the chief cause of the unfair price competition they face today is the secret selling 
practices of many manufacturers. What every retailer and other resale group 
wants to know when buying goods—-and has a right to know —is this: “On what 
DIFFERENT terms, if any. has the manufacturer whose goods | am buying sold 
his goods to others?” An honest answer to this question can be assured in only 
one way and that way lies through The American Institute of Fair Competition. 














The American Institute of Fair Competition is an organization for the develop- 
ment of open, sound and fair merchandising and functions as a clearing house for 
manufacturers’ sales policy information. It furnishes to all persons interested the 
actual sales facts of any manufacturer-subseriber. Any manufacturer, regardless of 
how or to whom he sells, is eligible to the Institute if he is willing to subseribe to 
its contract and file for your inspection certified copies of his sales policy. Many 
manufacturers, recognizing the fairness of open dealing with their trade, have 
already subscribed and are using the Institute label to prove their good faith. 
Many more will soon join them. 


Complete details of the Institute cannot be given here. A 


FREE booklet “NO MORE SECRECY” tells the whole story. te a ee ee ani a ae eer ae 
Get it. Read it. It is packed with information vital to you | The American Institute of 
and your future business. And siart now--today——to insist that | Fair Competition, Inc. 


the goods you buy carry the label of The American Institute 
of Fair Competition. It is your protection against: misrepre- 
-entation. Mail the coupon. 


1436 Mutual Home Bldg., Dept. TI 
| Dayton, Ohio 


Gentlemen: Without obligation send me your Free booklet 
“No More Secrecy.” T am interested in learning more about 
how the Institute reports manufacturers’ sales policies and how 


| 
| 
| 
This Book of Facts Tells You How 
To Protect Yourself . 
| 
| 
| 
| 


it protects my business from unfair eompetition. 


Firm Name 


SEND FOR IT TODAY! 


Address 


City State 





» Your Name 
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THE GENUINE IRWIN 
AND ORIGINAL AUGER BIT 


THE IRWIN AUGER BIT COMPANY 


WILMINGTON, OHIO, U.S.A. 


STATEMENT OF FUBLIC SALES FOLICY 
FILED WITH THE AMERICAN INSTITUTE OF FAIR COMPETITION, INC. 
BY THE IRWIN AUGER BIT COMPANY 


We distribute through wholesalers and distributors. ie sell no other class, 
ner under our own brand, private brand or no brand, with the single exception 
Tne Wood Preserving Corp., Pittsburgh, Pa. 


Any item we make, either factory brand, private brand or no brand, or eny 
items manufactured in special design, quality, grades or types are evailable under 
like conditions at the same price and terms to all Irwin distributors and whole- 
salers. Yur prices and terms will be changed only through announcements to the 
ertire trade. No rebates, special prices, protection against price decline, con- 
signed stocks or any other special concessions, such as advertising, unannounced 
freignt, catelos allowances, etc., will be allowed to anyone unless offered to all 
under like conditions. No seconds. No warehouse stocks. 





barth Augers are @ line made solely for The Red Top Auger Co., Pirmingham, 
Alea., our sole distributor. 


This Stetement of Sales rolicy applies to all sales in the United States. 
lt is designed to protect profit and volume of all Irwin distributors and whole- 
sealers. se have tried to tell the whole truth about our sales policy, and will 
sledly furnish further information to anyone on any point not clear. Believing 
most unfair competitive evils come about through secrecy, we urge the herdware 
trade to ask their suppliers to file a Statement of Seles Folicy with Tne american 
Institute of Fair Competition, Inc. 


THE IRWIN AUCER ) COMPANY 


Af lV X Wutrry 


Vice-President 





State of Ohio, Clinton County, SS. 


Fefore me, a hotary Fublic, personally appeared *’, M. Swain, 
Vice-rresident of The Irwin Auger Pit Co., who acknowledged 

that the above instrument is the free act of The Irwin Auger 
Bit Co. in Testimony Whereof, 1] have hereunto subscribed my 


| name end affixed my notarial seal this first day of July, 1925. 
REMEMBER! me cage ededer: 
f 
\ { hf id 
@ IRWIN SELLS Seott Molyneaux, /Notary Public 
THROUGH WHOLESALE : 1 
DISTRIBUTORS ONLY’?! My commission expires + 26 3 . 


LICENSE NO 1 
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.. With this sworn statement 
of sales policy: 

“We do not sell anything 
under any name. directly 
or indirectly. to CHAIN 
STORES or MAIL ORDER 
CATALOG HOUSES” 


LUMB will use the Institute label as a 
guaranteed contract that all sales under 
this license have been made in accordance 
with the sales policy thus publicly filed. 


Now every box of Plumb Tools will have 
the label of the Institute as your guarantee 
that Plumb is playing the game with you and 
not helping any cut-price agency to destroy 
your profit. You don’t have to wait to find 
out who is selling the catalog houses and the 
chain stores. You know Plumb doesn’t! 


This protection is not new with Plumb. We 
have pioneered in this policy. We have prac- 
ticed it and fought for it through many years. 


We have not only refused to sell catalog 
houses and chain stores, but we have gone 
to extremes to keep Plumb Tools from being 
bootlegged to them. 


What does this mean to you? It means that 
for the first time you have a way of knowing 
which manufacturers are protecting you. 
This label on Plumb Tools means they are not 
sold to any mail order house or chain store. 


Will you compliment us, and stop there? 
Or will you insist, in your own interest, on 
seeing that label on all goods you buy ? 

This is your fight! Manufacturers are doing 
this for you. Without your cooperation it 
can not hope to succeed. 


When you need hammers, hatchets, axes, 


sledges, and files... ORDER PLUMB. 


If you haven't a stock of Plumb Tools, 
write us today. 


FAYETTE R. PLUMB, Ine., Phila., U.S. A. 
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Guaranty chaser,allsales under 
this license have been according 
to public sales policy on file with 
The American Institute of 


Fair Competition, tnc. 
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We do not sell anything under any name, directly 
or indirectly, to Chain Stores or Mail Order 


Catalog Houses. FAYETTE R. PLUMB, Inc. 
Makers of PLUMB TOOLS — Hammers, Sledges, Hatchets, Axes, Files 








This label will appear on all 


Goods 


Stock these fast-selling 


tools 





Plumb Nevada Drill Hammer— Hard, tough steel 
will not mash or crack. Eyes punched straight and 
true so that heads set square to the handle, 
Weights. 3 to 20 Ibs. 







Plumb Half Hatehet—Keen blade of cleetrically 
tempered steel holds its edge. Toughened head 
does not crack or chip. Head and handle perfectly 
balanced for accurate work. Patented wedge keeps 
handle tight. 


HF 81 Nail Hammer — the new stream-lined 
tool, Improved claws with sharp bevels grip) the 
smallest’ brad. Shaped crip gives hand comfort, 





Plumb Machinists Hammer 
crowned for a true blow. Toughened eye prevents 
breakage. Weight balanced to add foree to your 
blows. Patented wedge keeps handle tight, just by 
turning the screw. 





Plumb Blacksmith’s Hand Hammer—Hardened 
and tempered for heavy work. Edge beveled to 
prevent chipping of face. Screw wedge to keep 
handle tight. Double-tested hickory handle, per- 
fectly balanced -vith head. 











STATEMENT OF SALES POLICY 


FOR 


MILFORD HACK SAW AND BAND SAW BLADES 


FILED WITH 


THE AMERICAN INSTITUTE OF FAIR COMPETITION 


Method of 


Distribution 


Retailer and 
Consumer Sales 


Mail Order and 
Chain Store Sales 


Suggested Resale 
Consumer Prices 


One Price Policy 


Private Brands 
Special T ype 
Blades 

Price Changes 


Terms 


Quality Guarantee 


Warehouse Stocks 


Sales Policy Contract 


Distributor Selection 


Facts Disclosure 


60 


1. MILFORD hack saw and band saw blades are sold, where we have representation, exclusively 
through distributors and jobbers who carry stocks. Direct inquiries and orders from retailers, 
consumers and non-stock carrying distributors and jobbers are referred to, and are handled 
through, the representative MILFORD Distributor or Jobber in the territory where the inquiry 
or order originated. Distributors and jobbers are recognized as such according to trade custom 
and acceptance. Based on all available facts we follow the definition for distributors and 
jobbers set forth in the former Wholesale Hardware Code approved January 14, 1934. 
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2. MILFORD hack saw and band saw blades are not sold direct to retailers or consumers 
(U. S. Government Washington Sealed Bids excepted) except in those territories where distri- 
bution has not been established. Sales to consumers, when made, are at prices not lower than 
our prices nationally announced for consumers. Sales to retailers, when made, are at prices 
enabling nearby distributors and jobbers to compete. 


3. MILFORD hack saw blades are offered to mail order houses and chain stores on the same 
basis as to retailers, i.e., where we have representation are referred to or handled through 
the representative MILFORD Distributor or Jobber in the territory where the inquiry or order 
originated, or, where we have no representation, mail order houses and chain stores are classified 
for all purposes as retailers. 

4. MILFORD hack saw and band saw blades are offered to distributors and jobbers under 
nationally announced suggested consumer resale prices. Price cutting is vigorously discouraged. 


5. MILFORD hack saw and band saw blades are sold at discounts nationally announced. 
Extreme announced discounts are granted to all representative MILFORD Distributors and 
Jobbers carrying adequate stocks of these lines. No rebates, special prices, protection against 
price decline, consigned stocks, or other special concessions, such as advertising, unannounced 
freight, packing and carting allowances, ete., are allowed. The purpose of this policy is to 
accord each representative MILFORD Distributor and Jobber an equal net cost with all other 
representative MILFORD Distributors and Jobbers. 


6. MILFORD hack saw and band saw blades, as well as all other factory, special or private 


brands of blades, are sold at prices not lower than the nationally announced discounts for 
MILFORD blades. 


7. MILFORD hack saw and band saw blades, and all other factory brands, if manufactured in 
special design, quality, grades, or types, will be made available at the same prices and terms 
to all representative MILFORD Distributors and Jobbers in all channels of distribution. 


8. MILFORD hack saw and band saw prices and terms are changed and become effective only 
through national announcements as may be necessary from time to time in accordance with 
market conditions. 


9. MILFORD hack saw and band saw blades are sold to distributors and jobbers on terms of 
2% cash discount tenth proximo or net thereafter. Freight is allowed on individual shipments 
of hack saw blades only, or band saw blades only, weighing 100 lbs., or over. 


10. MILFORD hack saw and band saw blades are guaranteed against defective workmanship 
and material. If blades are defective, they may be returned to the factory, upon authorization, 
and a fair and equitable adjustment or replacement will be made. Second quality blades or 
overstocks are not sold. 

11. MILFORD hack saw blades are not sold from warehouse stocks. MILFORD band saw 
blades are not sold from warehouse stocks except from warehouse stock on the Pacific coast. 


12. MILFORD representative Distributors and Jobbers are given a contract guaranteeing 
faithful performance of this sales policy. 


13. MILFORD Distributors and Jobbers are discriminately selected and limited in number in 
a territory. 


14, MILFORD Distributors and Jobbers upon request will be accorded a full and truthful dis- 
closure of prices, terms, and conditions of any sale made by us. 


THE HENRY G. THOMPSON & SON CO 


New Haven, Conn. President. /\ 
June 18, 19235. 
State of Connecticut, New Haven County, SS. 

Refore me, a Notary Public, personally appeared D. W. Northup, President of The Henry G. 
Thompson & Son Company, who acknowledged that the above instrument is the Sales Po'ie y 
of The Henry G. Thompson & Son Company as filed with the American Institute of Fair 
Competition. In Testimony Whereof, I have hereunto subscribed my name and affired my 


notarial seal this eighteenth day of July, nineteen thirty-five. A, oS 
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Renewed Interest 


Through the Machine Tool Show 
means 





Renewed O pportanities 





the Webb Belting Company, Kansas 
City, Missouri, obligingly stepped 
“down in front” to have this picture 
taken. Mr. Burk also serves as pur- 


Floyd Burk, secretary-treasurer of | for Industrial Distributors 


chasing agent for his company and | pase 

shares the general managership with | our 

Ira C. Brown, president and sales | | { ind sal r ‘Il 
manager. Of inaustrial supplies will go 
‘<i cian ae 6 te to the Machine Tool Show at Cleve- 
knowledge of the cost of inven- | land—Sept. 11-21—to learn about 


tories is obtained, industrial buy- | the newest and best in shop equip- 
ers desire that the seller carry the | 

stocks, and that they themselves | ment. 

should not be required t®8 invest 
heavily in parts and supplies. These 
buyers are coming more and more 
to rely on the specialized buying 


~ 
ghost” 


knowledge of distributors who of buyers will give added atten- 
maintain stocks, who can give im- tio d th 

n and thought to the purchasing of such 
mediate delivery, and who can thus 3 sini 3 
enable the buyer to keep his in- equipment in the next few months through 
ventory down to the lowest level, the i t dj ial 
without loss of operating efficiency. | e interest surrounding the show. 





Sell Modernization for Profit 
(Continued from page 18) 


| -z 
extend loans over a period of five | cap" 
years and the Government guaran- 
tee of 20% is bound to have its 
effect in loosening up credit re- | 
quirements. 

At first glance, the interest rate 
seems high but it is a_ well- 
known fact that possible savings 
to be made by the installation of 
modern equipment often run from 
50° to 100% of the investment 


i per year. Incidentally, the interest , 

rate mentioned is the upper limit. BROWN SHARPE 

Bankers can set the rate to suit. 
All of these loans must be | 


negotiated prior to April 1, 1936. | g ae ol tm, atin ad Cu tte r ~ 
The campaign between now and 
that time is bound to stir up in- 


{ gliz” 





on this opportunity by offer- 
ing your customers the newest and best 
in reliable equipment from the complete 


line of... 








sorect: ie Ganiioainetien OF ee tein | Alert Distributors Will Profit Well! 
1 very pessimistic attitude and as- | . ‘ 
sume that this will be the limit of | Brown & Sharpe Mfg. Co. ||BS Providence, R. I. 


the results, we still must agree that 
those distributors who are awake 
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4 TAPS, DIES, 

( TWIST DRILLS, 
REAMERS, GAGES, 

SCREW PLATES, PIPE 

TOOLS, SCREW 
EXTRACTORS 
~ 

Theres More Money 










Carry 
“THE FULL LINE’ 
It Boosts Profits! 





the soods on ones 


Having 


shelves is what sells them! 


That's the 


“Greenfiell” line is such an 


where carrying 


advantage. It's complete—in- 


cludes every size and type of 


small tool. This simplifies 
ordering, stock-keeping and 
bookkeeping adds to your 


profits. 


Carrying the full line enables 
fill 


quality tools 


you to each order with 


with tools many 


users specify by name—tools 
which help build good will. 
Last but not least, “Green- 


field” protects the distributor. 
grants a generous profit mar- 
gin and helps the distributor 


sell. 


TAPS, DIES, TWIST DRILLS. 
RE AMERS, GAGES, SCREW 
PLATES, PIPE TOOLS, SCREW 


EXTRACTORS. 


There's More Money in Stock- 


ing the Complete Line! 


GREENFIE AP AND DIE 
CORPORATION 
GREENFIELO. MASSACHUSETTS 


Wew York: 15 Warren St 
Chicago: 611 W. Washington Bivd 
Detroit: 228 Congress St., W. 
Canadian Plant: 
Greenfield Tap & Die Corp. of Canada, Ltd., Galt, Ont 











to the opportunity, who encourage 
modernization and who watch every 
plant like hawks, will reap a very 
real benefit. You heard little cheer- 
ing for the original program, yet 
such companies as American Radia- 
tor, Sherwin-Williams, Johns-Man- 


ville and General Electric, who 
hopped in and pushed with both 
feet, got immediate results. One 


pulled out of the red for the first 
time in three years. 

In these times none of us can 
afford to pass up any opportunity 
to increase sales. This amendment 
has if it pushed 
hard by every salesman. 


possibilities 


is 





°Em Rolling 


(Continued from page 13) 





performance of truck is| 
shown in actual figures, even down 
to the cost per stop. The company 
knows exactly what it cost to run 
its entire fleet last year. It knows 
the cost per car for the year. For 
instance, it has figures to show that | 
the average cost per working day 
per truck in 1934 was slightly un- 


every 


der $10 per day, including de- 
preciation. 
As a result of its studies and 


actual experiences, Great Lakes is 
satisfied that it is operating its own 
delivery much more eco- 
nomically than it could hire the 
work done by a trucking company. 
At the same time, it is felt that it 
keeping its deliveries under 


service 


is 





better control than would be pos- 
sible by other means and is render- 
ing a much more personal service 
than would be possible otherwise. In 
short, the plan it has followed has 
been found well worth the time and 
effort that expended | 
it. 


are being 


on 





That “Ole Debbil” Sales Tax | 


(Continued from page 17) 
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“The purpose of this article is to}- 


do away with or minimize the ex- 
ceptions, not because we think the 
tail is wagging the dog but be- 
cause of our desire for fairness to 
all. With that in mind, we wish to 
reiterate our policy, which is to 
show the cost of the tax on articles 
taxable, as a separate and visible 
item, on the bottom of each invoice 
as follows: ‘Additional cost account 
of Occupational Tax Act.’ 








Many LEADING 
MANUFACTURERS 


are using batteries of 





\YmeN you sell this big, strong, yet 
moderately priced Drill Press you 
sell your customers the most modern in 
quality and a unit as dependable as ad- 


vanced engineering can produce. 


Permanent accuracy is assured as is smooth, 
quiet operation. Among the selling 
points that are developing sales and prof- 
its for Mill Supply men is the lower cost 
power and the ability of this Drill Press 
to otherwise perform most economically, 
We cooper- 
COUNTRY WIDE Pagers 





INGA TIRING 23 ATLAS 
TOOLS ~ in 
leading industrial magazines. Each in- 


quiry is given to the distributor in the 
territory from whence it comes. Because 
ATLAS TOOLS meet today’s needs 
these inquiries are producing sales and 
making money for Mill Supply men. 


Get Details!— 





Let ATLAS Help You Make 


We make a complete line of 
Money Drill Presses, both bench and 
floor models and Bench Lathes in a 
range of sizesto meet all needs. ATLAS 
TOOLS, ATTACHMENTS, and AC- 


CESSORIES are fully described in our 
catalog. Write for your copy. 


ATLAS PRESS COMPANY 
1840 N. Pitcher Street Kalamazoo, Michigan 


ATLA Stentor 
a De 1S Shop Equipment Since 191 


MILL SUPPLIES 

















XUM 






You can say to your indus- 
trial customers that Nicholson Files 
are Reliable. You can state that there 
are ‘Twelve Perfect Files in Every 
Dozen.’ You can use these sales 
arguments with perfect confidence 
because Nicholson Files are made by 
experts and because these experts 
have every modern manufacturing 
and laboratory facility to work with. 
Your customers will appreciate the 
Reliability of Nicholson Files. Prices 
in line with 1935 Budget Controls. 
Nicholson File Company, Providence, 


Rhode Island, U. S. A. 


Genwi?’ NICHOLSON FILES 


art Le FOR EVERY PURPOSE 
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give you 
all four 





Look at both sides of the 

" ledger —that’s where Bond 

Truck Caster distributors see the 

generous profit margin for the mill 

supply house in every sale of these 

“business-building” casters. Write 
today for complete information. 





1523-A Series 
(Patented ) 


BOND FOUNDRY & "MACHINE COMPANY 


MANHEIM, Lanc. co., PENNA. 
PHILA. OFFICE: 617 ARCH ST: N. Y. C. OFFICE: 30 CHURCH ST 








Going Upi— 


More Safety Belt Hooks were sold and 
consumed during the first five months 


of 1935, than during the entire year of 
1934. 


During the past few months nearly four 
score new distributers have stocked 
Safety Belt Hooks. 





Our distributer outlets will be limited 
and that limit is rapidly narrowing. 


Don’t wait too long before 
you investigate Safety 
Belt Hooks. t 


: BELT 
"HOOKS 


Safety Belt Lacer Co., Factories Bldg., Toledo, Ohio 
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“May we suggest that orders be 
checked and marked whether goods 
are for resale or consumption. This 
will assist in avoiding confusion. If 
orders are not marked, we shall 
either have to charge the tax or 
make inquiry before billing. The 
law makes it mandatory that we 
may tax on all merchandise sold 
unless we show conclusively that it 
is for resale. 

“In conclusion, we believe ‘this 
melodramatic ‘Occupational Tax 
Act’ is beginning to show signs of 
becoming a melodious operation. 
The tune of the jingle of the 
sheckles collected by the state must 
be music to the ears of those for 
whom it is intended—the un- 
employed. 

“The Act originally was sched- 
uled for a run of two years but due 
to its popularity among our politi- 
cal friends, it is planned to make 
it even bigger and better. 

“The depression, or ‘readjust- 
ment period,’ called for emergency 
measures. The Occupational Tax 
Act, as one of these measures, has 
its place and is, no doubt, of some 
merit. The bone of contention is 
not the merit of the tax, but how 
to collect it—whether to include it 
in the price and thereby make it 
invisible or to show it openly 
(visibly) as an additional charge. 
We have decided to follow the 
latter method, and we hope that 
not 98 per cent but 100 per cent 
of our customers will concur in our 
action.” 





Grinding Wheels 
(Continued from page 1 10) 





and plates, cast-iron, bronze cast- 
ings. Softer grades are used in 
knife grinding, die work, saw gum- 
ming, steel surfacing, internal and 
tool grinding. 

This matter of “grade” is the 
bugaboo of grinding-wheel speci- 
fiers. No set of rules will enable 
the reader to meet all cases. Grain, 
grit and bond are fairly easy to 
specify almost by rule—certainly 
with a little experience. But grade 
is something else again. 

In the accompanying table, one 
manufacturer’s recommendations on 
all four elements are generalized as 
an example. These are at best only 
averages—your specific case may be 
entirely different. If you are no 
expert on wheels, yet are forced to 


MILL SUPPLIES 

















DON'T LET THEM MAKE A MONKEY OUT OF YOU! 


By E. B. GALLAHER 
Editor, Clover Business Service 
Treasurer, Clover Mfg. Co. 


HEN I SEE JOBBERS AND DEALERS handling goods which are made by 
manufacturers who are known to have been double-crossing the trade for 
years, I sometimes wonder whether they realize that they are being made monkeys of ? 


It is all right if a manufacturer wishes to sell the syndicates — but why’ are 
you obliged to support him if his policy hurts you? Again, it is all right if a manu 
facturer sells the consumer (your customers) direct 


but why should you support a 
manufacturer who is your competitor? 


For the life of me, I can’t see it! I would as- 
Zone 5,100 Tony sume that this “support’’ business should work both 
ways if we are to get anywhere —— if you want a 






manufacturer to play the game with you, surely you 
1 DONT ¢ 









much poem must play the game also by giving your business to 
R weugr 
ESE SORES him, instead of to those who have been and still are 


working against you. 


There is a lot of good, sound logic to this — 
think it over! Check up on yourself and see whether 
you are supporting those who support you! 


And don’t be fooled by offers of “special service” or “dealer helps” —- they 
advertise the manufacturer at your expense. 


The thing to consider is the manufacturer’s policy, BOTH PAST AND 
PRESENT — has he been working 100 per cent through you, or is he selling you, then 
going behind your back to sell your customers and your most 
troublesome competitors —- the syndicates? Manufacturer’s 
policy over the years is what counts—what he has done in the 
past, he will keep on doing! 








E. B. GALLAHER: 
Clover Mfg. Co., Norwalk, Conn. 


CLOVER MANUFACTURING COMPANY |]—*S72? sone es woes Ctiestion, samples of: 


NORWALK. CONN.. U.S.A ___| Red-Stripe Turkish Emery Cloth—for polishing. 








| Yellow-Stripe Aluminous Oxide Cloth—for cutting 
| hard metals. The universal shop abrasive. 


SANDPAPERS ___| Orange-Stripe Garnet paper—for woodworking. 





| Orange-Stripe Garnet Cloth. 

















METAL-WORKING PAPERS AND CLOTHS | Clover Grease-Mixed Grinding Compound. 
WOOD-WORKING PAPERS AND CLOTHS —_| Clover Water-Mixed Valve-Grinding Compound. 
Name 
CLover GRINDING AND LappiING ore se eneiniaterinn ee 
ress 


ComPouUNDS - — 


Character of business 
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| also carries numbers from 1 to 4 
| in each grade. These numbers in- 
| crease toward the next harder grade 
| —thus “soft 4” would be nearest to 


| fied bond may not be of the same 
| hardness as a “hard 3” in a shellac 
| bond. Some manufacturers consider 


| to 12 as grit spacing is increased. 


make a selection, use the table plus | 
your experience, otherwise have a 
specialist in the organization or call 
one in for the specialized job. 
Grade, in addition to being 


| broken down into soft, medium 


soft, and so forth, in this table, 


“medium soft 1.” Other manufac- 
turers use letters to indicate de- | 


| gree of hardness of grade. Remem- 
| ber, however, that a change in bond 
| means a change in grade automati- 


cally, and that “hard 3” in a vitri- | 


this as a separate variable called 
“structure” and numbered from 0 | 


Grade, as indicated, is the test 
of the expert or specialist in grind- 
ing wheel selection; though harder 
to choose than anything else, it 


| is at least as important in perform- 


ance. The following pointers may, 
however, be of assistance: 

1. The faster the surface speed 
of a wheel, the less the tendency to | 
break down and the softer the per- | 
missible grade. Remember that as a 
wheel wears down, its surface speed 
drops off unless r.p.m. of the wheel | 
is increased. That is why a wheel 
often appears softer at the core. 

2. The higher the rate of cross- 
feed or in-feed of the work, the 
greater the stresses and the harder 
the wheel must be, whether the ma- 
chine is hand or automatic fed. 
Particularly with hand feed, varia- | 
tions are likely to occur depending | 
on how hard the particular operator 
feeds his machine. If he feeds too 
hard, a proper wheel will appear 
too soft. 

3. The greater the area of contact 
between wheel surface and work, 
the softer the grade of wheel that 
should be used. This is particularly 
important in surface or internal 
grinding. 

4. Intermittent and _ irregular 
contact stresses a wheel less than 
steady contact and permits use of 
a slightly harder grade. 

Time was when every man who 
had an unusual grinding job or- 
dered a specially shaped wheel to 
do it—with the result that over a | 
thousand “standard” shapes were | 
veing made. Then the Simplified | 








Be sure your stock of Starretts is com- 

plete and up-to-date. Better check 

ey Starrett Catalog No. 25 “EG”. 
rite for a copy. 


THE L. S. STARRETT CO. 
World’s Greatest Toolmakers 
Manufacturers of Hacksaws Unexcelled 
Steel Tapes—Standard for Accuracy 
ATHOL, MASS., U. S. A. 
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EXHIBIT THIS ASSEMBLY TO BUYERS WHO WANT QUALITY AT LOW PRICE 





> 








* 


: 


This Picture Tells ¥ = 
more than words 


Quality AND Low First-Cost 


4 
are united in “‘Twin-Bolt” | ADDITIONAL FEATURES 
. of the Twin-Bolt Gate are 
Iron B ody Gate Valves covered in Folder 159. Write, 


: or ask your supply house for 
You wouldn’t guess that this Spindle a copy and prices. 


and Wedge came from one of the 
low-priced Jenkins “Twin-Bolt” 
Iron Body Gate Valves. The pre- 
cision-machining, flawlessness of Vemma 
casting and deep color that indi- 
cates superior bronze are worthy 
of valves in the high-price class. 


~ 








Page. Ser ene, pe 


om 


Intended for services where low 
first-cost is an essential, Jenkins 
Twin-Bolt Gates are not “fancy” /(* 
valves. But in all of the vital operat- 
ing parts you'll find unexpected 
quality and craftsmanship. Com- 
bined with all-around ruggedness, 
simplicity and correct design, it 
assures an extra-measure of service. 
JENKINS BROS., 80 White Street, New York; 
$10 Main St., Bridgeport, Conn.; 524 Atlantic 
Ave., Boston, Mass.; 133 No. Seventh St., Phila- 


delphia, Pa.; 822 Washington Blvd., Chicago, 
Ill.; JENKINS BROS., Ltd., Montreal; London 





| 
Jenkins Valves 


BRONZE — IRON — STEEL SINCE 1864 
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RODUCER| 


No. 521 TOM THUMB PORTABLE BOLT 


AND PIPE THREADER 


Its many features arouse that “buy- 
ing impulse!” Note these sales 
points: 

Compact construction; Portable; 
Threads all sizes of bolts from }” to 
1)” inclusive; Equally effective for 
pipe and nipple threading on smaller 
sizes; Speedy as many higher priced 
machines; Driven by universal, va- 
riable speed motor; Worm _ gear 
drive; Abundant power at rock-bot- | 
tom cost; many other features. 


Order one No. 521 Tom Thumb for | 






Illustration shows 
pulley guard 
removed 


stock . . . use it as demonstrator 
for your salesmen . . . tell them 
to push it . . . and watch the sales 
= come in! 


R —— 
~ Stocks and Diese Pipe and Bolt Machines + Pipe Welding Tools 


@: OSTER-WILLIAMS 


SAY SALES OFFICE: 2041 EAST 61st STREET, CLEVELAND, OHIO 
‘ FACTORIES: ERIE, PA. AND CLEVELAND, OHIO 


NOW... 


@ Ball bearing, spur gear, 
gravity hoist. New. The load 
is lowered BY GRAVITA- 
TION . . . Simply pull a 
rope to release the clutch 
. . « load stopped at any 
position . . . lowering speed 
is automatically controlled 
by a specially-designed gov- } 
ernor . . . one-man operated 

. high speed—free chain 
— quick adjustment — light 
weight—ball bearings—load 
chain that will not tangle. 








for that mighty 

POWERFUL. 
SALES 
BEee « 0 * 


@ Today industry is using more 
Coffing Hoists than ever before. The 
answer is simple. Users appreciate | 
these scientifically designed, easy 
performing, and dependable hoists 
that operate safely, quickly, and 
economically. 

Prospects quickly see the advantages 
of these hoists. They like the built-in 
efficiency and recognize the oppor- 
tunity they offer for low-cost per- 
formance. 

This is the line that is building hoist | 
sales for many distributors. It is your 
opportunity too. Action on your 
part now is bound to result in satis- 
factory sales and profits for you. 


COFFING HOISTS 
































ae lie ied “THE UNIVERSAL TOOLS” 

1. Model A—% ton; Weight: Details regarding Coffing products and their advantages, 
14 Ibs., and Model F—1'2 ton; distributor terms, and the sales assistance provided by factory- 
Weight: 25 Ibs. 


trained salesmen, will be gladly sent at your request. 
2. Our Model F.T. Capacity: 


2 tomes Welaht: 34 nem, COFFING HOIST COMPANY. 
Weight: 65 Ibs. ; 319 E. Van Buren St. Danville, Ill. 
TER aA a ec 
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Practice Division, U. S. Depart- 
ment of Commerce, co-operating 
with wheel manufacturers, began 
to cut the number, first to fourteen, 
recently to nine. While manufac- 
turers do make special shapes on 
order, there is decreasing call for 
them due to special prices. 
Grinding wheels are shaped and 
refaced by dressing—which simply 
means cutting away the worn or 
undesirable surface to expose new 
surface beneath. Naturally, it costs 
money in abrasive every time a 
wheel is dressed; money that can 
often be saved by proper selection 
in the first place, and proper use in 
the second. The older type of dres- 
ser is the diamond or abrasive stick, 
which simply is enough harder than 
the wheel to wear it down. The 
newer type is the disk-cutter dres- 
ser, a simple cast-iron or malleable 
iron frame with hardened wheel 
cutters, either corrugated or spiked, 
which dress the wheel. These 
dressers are now commonly used 
in reshaping heavy or production 
wheels. Diamond dressers are used 
on thin elastic or vitrified wheels, 
for getting sharp edges or thin 
bevels, or for truing wheels used 
in precision grinding. Diamond 
tools can be run wet at regular 
grinding speeds, but should be cut 
to half speed if dressing is done 
dry. Cuts to 1/100 inch can be 
taken. The abrasive stick is usually 


| a cheaper alternate for the diamond. 


The foregoing has dealt entirely 
with abrasives from the point of 
view of grinding wheels. There are 
also grinding disks, segments (va- 
rious-shaped sections fastened to a 
plate for surface grinding). Sticks 
and bricks of abrasive (for polish- 
ing and smoothing cut stone, con- 
crete, etc.), mounted wheels and 
points (built around a shaft, for 
fine shaping), and a number of 
other shapers. The same principles, 
however, apply to these specialized 
types as to the more commonly sold 
grinding wheels. 

So much for grinding wheel 
selection. With the modern wheel, 
built to close tolerances, fitting the 
spindle accurately, closely supported 
by collars, the former breaking of 
wheels has almost disappeared. 
Most of your complaints now will 
be from users who have the wrong 
wheel for the job, are running it 
too fast or too slow, or are “jam- 
ming” the work into the wheel. 
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“How do you like Wood’s new CLosep-Back Shovel?” 
the Wood investigator asks workmen, to find out what 
actual shovel users think of this improved shovel. 

“The insert on the CLosEp-BackK seems to make 
shoveling a whole lot easier!” answered Jim Whalen, 
l0L Detrich Avenue, Dayton, Ohio. 

Jim, like many another workman has discovered how 
the resiliency, better balance, lightness, and dependable 
strength of Wood’s new CLosep-Back makes grueling 
that shovel 
buyers, too, have already-remarked 


shovel work easier. Wood’s sales show 


ooo SHOVEL AND To> 
< 





this increased efficiency, perhaps 


learned these five reasons for it: 





Wood's 


CLosep-Back Snover, developed the special welding 


Buyers Beware! 


Engineers invented the 
process which fastens the CLosep-Back strip perma- 
nently without decarbonizing and weakening the blade. 


This is an exclusive Wood process, used on no other shovels. 





* “That closed-back makes 
shoveling easier 4 : / says this workman 








Address The Wood Shovel and Tool Co., Piqua, Ohio, U.S. A. 
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I. The Closed-Back Shovel combines stress-defying one- 
piece design, the unrivaled strength of the heat-treated shank, 
and an absolutely smooth back. No strap welds to pull loose. 
2. The Turned Shoulder strengthens blade, saves shoes. 
3%. The Tapered Socket gives strength and solidity where 
handle joins blade, fits the hand better. 
f. Heat Treating makes the high-grade steels in Wood's 
“Moly,” Big Fist, Wood and Stuart grades hard, to resist wear. 
%. Reduced Inventory: The Ciosep-Back Shovel supersedes 
strap weld, solid shank, and hollow-back shovels, makes it pos- 
sible to cut your shovel inventory. 

* & = 


When buying shovels, consider VW ood’s Arrow-Point. 
Grinding wear can’t dull the Arrow-Point’s dig-in 
edge, or change its efficient shape... it lasts longer. 


OOD'S 


; hovels spades - scoops 


“Volv’ 
Weve 


VMo-lyb-den-uimy) 


Stiuart 


In these famous 


Bie Fist’? 


wrades . 


Piqua 
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SALES POSSIBILITIES IN 


NEW 


PRODUCTS 





Air Operated Powergun 





© AN AIR operated powergun, HR- 

25, called the “Rock Crusher’ was 
designed for industrial and fleet 
lubrication. A double action air 
motor operates large worm which 
forces lubricant to high pressure 
piston. Lubricant is then quickly 
delivered to largest bearings at the 
rate of 12 to 18 ounces per minute, 
utilizing 150 to 200 pounds air pres- 
sure. Unit is furnished complete with 
10-feet of volume high pressure hose, 
four casters for portability, one-hand 


control valve for push type and 
hydraulic fittings and pin type 
adapter. HR-25 has companion piece 


of equipment in HR-32, an electric 
“Rock Crusher,” operated by a 4 hp. 
electric motor.—Alemite Corporation, 
Division of Stewart-Warner Corpora- 
tion, Chicago, Illinois. MILL SUP- 
PLIES, August, 1935. 


Belt Conveyor Idler 





® THIS self-aligning belt conveyor 

idler is made up of standard belt 
carrying rolls mounted in a support- 
ing frame provided with arms ex- 
tending parallel with and at the sides 
of belt, on which “actuating rolls” are 
mounted, for the purpose of swivel- 
ing the idler frame promptly when 
crooked running belt crowds sidewise 
enough to engage either of them. 
Troughing idler frame is supported 
by anti-friction pivotal bearing, car- 
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ried on a cross member or sub-frame 
bolted to the conveyor stringers. Some 
of the features of this idler are that 
all rotating parts are carried on over- 
size direct-mounted Timken tapered 
roller bearings; large grease reser- 
voirs are provided for all bearings, 
and a sturdy underslung frame.— 
Link-Belt Company, Chicago, Illinois. 
MILL SUPPLIES, August, 1935. 


Steam Trap 





® EXTENSIVE experimentation 

produced this steam trap of 
unique design. Extremely compact, 
machined entirely of bar stock (steel, 
Tobin bronze and Monel), it has no 
thermostatic or flat elements. Sole 
moving part is single Monel Metal 
piece. Section view above shows fea- 
tures of construction. Parts are steel 
body A, Monel valve and piston B, 
Monel valve seat C, bronze cylinder D 
(adjustable up and down through 
threaded extension and lock nut E), 
bronze bonnet F, and bronze seal 


cap G. Valve and piston B is free 
to move up and down, rotate or 
wobble. Cylinder D within which 


upper piston disk slides is tapered 
slightly from a tight fit at bottom to 
loose fit at top. An orifice in top of 
B leads to a large hole running down 
through bottom extension. Whether 
valve is open or closed, there is a 
constant small flow of water from 
inlet around piston to upper chamber, 
and then down through this opening 
to outlet. In operation, valve rises 
to discharge water rapidly for a 
while, then closes tightly to elimi- 
nate all except small continuous flow 
through central orifice. Yarway im- 
pulse trap is now made in six sizes: 
4 inch, ? inch, 1 inch, 1+ inch, 14 inch 
and 2 inch. But one pattern in each 


size, making for economy of manu- 
facture and simplicity of stocking 
and ordering. As factory adjusted, 
this single pattern is suitable for all 
steam pressures up to 600 lb., and for 
a substantial range of back pressures. 
Pipe-threaded opening in trap _ bot- 
tom permits insertion of a pet cock 
to test operation on closed-return 
systems.—Yarnall-Waring Company, 
Philadelphia. MILL SUPPLIES, 
August, 1935. 


Grinders 





@ A 7-INCH grinder (No. 557) and 

a 10-inch grinder (No. 610) with 
with long spindle construction pro- 
viding more space between wheels 
and motor has been announced. No. 
557 has two 7-inch by 1-inch grinding 
wheels, one coarse and one fine, and 
4 hp. Length overall is 19? inches. 
Weight is 75 pounds. No. 610 has 
two 10-inch by 1-inch grinding wheels, 
one coarse and one fine and 4 hp. 
Length overall is 24 inches. Weight 
is 160 pounds. Grinders have fully 
enclosed wheel guards with end 
covers fitting over rims of guards. 
Guards are said to be easily adjust- 
able for grinding at any point on 
wheel circumference. End covers are 
easily removed for changing wheels 
or for wire wheel brushing. Tool 
rests are mounted on wheel guards 
and adjustable to follow wheel wear. 
Grinders have ball bearings enclosed 
against dirt and grit. Tapped holes 
are also provided for attaching safety 
eye shields to wheel guards. Pedestal: 
can be furnished with both grinders 
—The Stanley Electric Tool Division, 
The Stanley Works, New Britain. 
Connecticut. MILL SUPPLIES. 
August, 1935. 
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“Chey will sit up and take notice 




















..--- at the mention of 
more profitable production 


ye... today are all lookin? 


for opportunities to lower production 
costs, and thereby increase their net profits. 





Morse Tools, with their extra lon? life between 
sharpenings, their extra fast cuttin? ability, 
are an answer to your customers’ present day 
needs. Sell Morse Tools ona basis of economy; 
you will find a surprisingly receptive audience. 


MORSE 


TWIST DRILL & MACHINE oe 


NEW BEDFORD. MASS.,U.S.A. 
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SALES POSSIBILITIES IN NEW PRODUCTS 





Belt Lacer 





© NUMBER O vise lacer is made of 
case hardened steel and flat strip 
steel cadmium plated. Lacer which 
holds hocks is made of brass and pres- 
sure plate is made of spring steel. 
Plate is used when vise has not 
enough power to imbed all hooks at 
once. Manufacturer states with aid 
of pressure plate it is possible to 
make a _ satisfactory Clipper joint 
with vise lacer and with a lacing ma- 
chine. It is made in 4-inch and 6-inch 
models.—Clipper Belt Lacer Com- 
pany, Grand Rapids, Michigan. MILL 
SUPPLIES, August, 1935. 


Drum Switch 
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© THIS drum type reversing switch 

known as Bulletin 9441, type VI, 
is of the across-the-line type, with 
“twin-break” contacts and moulded 
are barriers. It can be furnished in 
either standard enclosure or as skele- 
ton drum with mounting plate for 
“built-in” applications on machines. 
The switch is applicable to almost any 
type of single phase, polyphase or 
direct-current motors and can also be 
used as three-pole, double throw 
switch by removing jumpers. Ratings 
are for single phase, 1 hp., 110 volts, 
14 hp., 220 volts; for polyphase, 14 
hp., 110 volts, 2 hp., 220, 440 or 550 
volts; for direct-current, 1 hp., 115 
or 230 volts. Nominal 8-hour rating 
is 15 amperes. Other features are 
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easily renewed arcing parts, movable 
contacts, stationary contacts as- 
sembled into moulded base so that 
when they require renewal, entire 
base is replaced by removing three 
screws. — Cutler-Hammer, Incor- 
porated, Milwaukee, Wisconsin. MILL 
SUPPLIES, August, 1935. 


Pressure Fire Extinguisher 





© A TWO-QUART vaporizing liquid 

fire extinguisher that is discharged 
by air pressure and delivers a fan- 
shaped spray or a solid stream as 
desired, has just been announced. 
This extinguisher is recommended by 
the manufacturer for incipient fires 
in all classes of material, especially 
flammable liquids and _ electrical 
fires. The extinguisher contains two 
chambers, the inner one of which 
holds air under pressure, and the 
outer one, fire extinguishing liquid. 
The air pressure is renewable at any 
air line having pressure of 100 pounds 
or more. The extinguisher is com- 
pact, weighs only 164 pounds fully 
charged, is 18 inches high and five 
inches in diameter. It is operated 
by opening the operating valve on 
top of the extinguisher and con- 
trolling the combination discharge 
nozzle. When the nozzle lever is re- 
leased, it serves as a temporary shut- 
off. With its air pressure operation 
eliminating a built-in pump, its 
flexible discharge hose and control at 
the nozzle, this two-quart extinguisher 
can be operated efficiently in con- 
gested places, it is claimed.—Pyrene 
Manufacturing Company, Newark, 
New Jersey. MILL SUPPLIES, 
August, 1935. 


Automatic Pump 


© AN AUTOMATIC self - priming, 

monobloc, centrifugal pump, minus 
floats, hand-operated valves or re- 
circulation, has recently been de- 
veloped for numerous industrial plant 





services. 
placed on same shaft with motor and 
pump, and it is stated the only re- 


Pump has positive primer 


quirement is a_ reasonably tight 
suction line. When pump is primed 
a pressure-operated cutout auto- 
matically unloads primer. Priming 
apparatus has been tested for 10,000 
starts. Unit is compact and modern 
in appearance with splash-proof 
stream-lined motor on symmetrical 
mounting. Pump is available for 
single or polyphase, 50 or 60-cycle 
alternating current, as well as direct 
current. — Worthington Pump and 
Machinery Corporation, Harrison, 
New Jersey. MILL SUPPLIES, 
August, 1935. 


Polishing and Buffing Lathe 





® THIS polishing and buffing lathe 

with extra wide swing can be fur- 
nished with 10 or 15 hp. ball bearing 
motor, mounted on hinged bedplate 
inside base. Hand adjusting screw 
permits easy raising and lowering of 
motor to take tension on belts. Over- 
all length of spindle is 108 inches and 
29 inch distance between back and 
inside of wheel. Spindle is mounted 
in four oversize precision ball bear- 
ings, bearings being located in laby- 
rinth sealed chambers. Variation of 
spindle speed determined by diameter 
of pulley on motor shaft and power 
is transmitted from motor to spindle 
by “V” belt drive. Magnetic starter 
with overload and undervoltage pro- 
tection is located inside base operated 
through control switch. A_ hand 
brake is located in front of machine 
actuating motor control switch. — 
The Standard Electrical Tool Com- 
pany, Cincinnati, Ohio. MILL SUP- 
PLIES, August, 1935. 
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like this 


Here is a distributor who saw a big oppor- 
tunity and promptly took advantage of it. 
He not only made a sale and a substantial 
profit, but he also made a friend—and 
established a lasting and highly advan- 
tageous business relationship. 


There are in your territory many oppor- 
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are you missing ¢ 
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economy, efficiency and dependability 
which result from standardizing on Yale 
Hoisting and Conveying Equipment. 


Your sales efforts are backed up by the 
world-wide reputation for quality which 
the name YALE enjoys—and the re- 





tunities for you to point out 
to industrial executives the 


CYALE-) 


sources of the world's oldest and 
largest manufacturers of chain 
hoists. 





PHILADELPHIA DIVISION 


THE YALE & TOWNE MFG. CoO. 


PHILADELPHIA, PA., U. S. A. 
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What CARD quality 
offers the distributor 


Dealer 


Since 





Distribution 


1874 


i. Taps and dies of recognized quality at market prices. 


. : 
2. Protection on sales to the user. 


3 Cooperation to effect sales through a trained factory repre- 


sentative working with you and your salesmen to insure satis- 
faction to the user and to interest new accounts. 


1 The services of a modern factory and factory organization who 
7 7 . . . . 

are interested in you and your stocking and selling problems 

cooperating to deliver quality tools in time to satisfy a situation 


and to build new business. 


This is all effective and produces results. 


Catalog No. 33 showing the complete line sent on request. 
Are you interested? 


S\W.CARD MFG.CO. 


DIVISION OF UNION TWIST DRILL CO. 
MANSFIELD, MASSACHUSETTS, USA. 








You've Got Both Feet 


in the P. A.’s Door 66 V E E L 0 Ss 


When You Say 





New! The VEELOS “Vv” 
BELT fills heavy demands from 
a few sizes carried in stock. 
Adjustable to length, it can be 
made endless on the job with- 
out the use of lacing, splicing 


or fasteners. 


KEYSTONE CANVASS 
STITCHED BELTING 
will enable you to profitably 
fill demands for sturdy per- 


formance at a low cost. 


MANHEIM 


MFG. & BELTING CO. 
MANHEIM --:-- PENNA. 


NEW YORK CITY 


350 Broadway 
CHICAGO 407 S. Dearborn Street 





BALATA 
BELTING” 





OU get attention from man- 
beta when you sell 
Veelos Balata Belting. Not only 
is this belting advertised “in 
print” but, more important still, 
it has acquired a “word of 
mouth” reputation throughout 
the manufacturing world for its 
dependable efficiency. It will pay 
you to handle this strong, stretch- 


less, hard-gripping belting. 


Write for all the Facts 
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Fibre Board Air Filter 





® THIS corrugated fibre board air 
filter is composed of two wafers of 
the corrugated board placed together 
so that the cellular passages in the 
two boards which are cut at a 45 
degree angle form a V-shaped pas- 
sage with a 90 degree angle in it. 
These angles cause the air flow to 
change direction twice and_ scrub 
along sides of passage. Filter is 
coated with a special compound that 
saturates dust. Three models are 
offered, one with corrugated wafers 
with x inch cellular passages on 
both inlet and outlet sides; another 
for ventilating or air conditioning 
systems, and has 7s inch passages in 
inlet wafer with smaller % inch pas- 
sages in outlet wafer, and the third, 
which has } inch passages for inlet 
wafer and ys inch passages in outlet 
wafer. — American Radiator and 
Standard Sanitary Corporation, 40 
West 40th Street, New York City. 
MILL SUPPLIES, August, 1935. 


Combination Portable 
Cleaner 

















© A COMBINATION portable 

cleaner for industrial vacuum 
cleaning, blowing and spraying has 
been developed, in which, when used 
as a vacuum cleaner, accumulations 
of dirt, dust, scrap and so forth, are 
first drawn into a 12-gallon aluminum 
finished steel tank, where the heavy 
dirts, metals, filing and turnings are 
deposited and only the very fine dusts 
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This 21‘ x 16”, 6-ply non-endless Kable Kord proves 
its worth in severe duty on a huge forming press, 
having a speed reduction of 9 to 1. When starting 
the drive, the Kable Kord—always taut—defeats the 
tendency of ordinary belts to fly off the driver pulley. 

KABLE KORD’S ADVANTAGES 

1. Made endless and in rolls 

| 2. Increases production 

a 

| 3. Reduces slipping 
4. Has minimum stretch 
5. Is more flexible 
6. Has inherent ruggedness 
7. Has more pull per square-inch 
8. Wears longer 
9. Requires no belt dressing 

le 

1m 
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sed ts" Kable Kord Roll and Endiess Fiat Be 

ns f ving Frame Belts : Moulded Rubber Belts 

ire Round Roll and Endless Fabric Be 
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Here’s why 











KABLE KORD 
grips 


flat 
pulleys 









CONTACTOR 
| ELEMENT 











OUTER JACKET 
PROTECTS ALL 
CORDS, FORMING 
2-BELTS-IN-1 









trees 


RESSURE is responsible for the sure grip of 

Kable Kord Flat Belting on flat pulleys. Kable 
Kord is “two-belts-in-one”. The lower section, 
consisting of pulling cords, transmits the load. The 
upper Kable Kords, acting as a “contactor”, squeeze 
the pulling cords snugly against the pulley. So, 
pressure gives Kable Kord, on flat pulleys for group 
drives, short centers and pivoted motor bases, more 
pull per square-inch than any other flat belt made. 


You should know the complete Kable Kord story. 
Write today for the Kable Kord Data Book. 


L. H. GILMER COMPANY 


Tacony, Philadelphia 





THE GILMER FRANCHISE 


Mill Supply Houses handling Gilmer Belts not only 
sell a wide range of products in this superior line of 
power belting but enjoy the satisfactory features of a 
most interesting profit arrangement. Gilmer is proud 
of its list of Mill Supply Houses and invites inquiry 


from others of equal calibre. 











Manufacturers OF COMPLETE LINE OF POWER pettiny 


ing Planer Belts ‘Speedage Endless Fabric Belts * Cone 


jer Belts * Spinner Belts’ Refrigerator and Washing Machine Be 


Feed Ribbons 


xy | SPECIALISTS IN QUALITY “BELTS” SINCE 1903 




















CAPITAL 
RED CAP 


Brushes & Brooms 








Famous for Quality 





and for Successful Distributor 


eeeseeee® 





METAL CASE 
MILL BROOM 





Sales Set-Up 


© From the very beginning—now over 45 years ago 
—CAPITAL RED CAP Brushes and Brooms have 
been sold under a definite distributor sales policy. 
. . . This policy, and Red Cap quality, have become 
widely recognized by distributors as providing one 
of the best guarantees of maximum profits from 
Brush and Broom sales efforts. . .. Full particulars 
gladly sent on request. 


INDIANAPOLIS 
Brush & Broom Mfg. Co. 


4 “Ss 
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STANDARD REAMERS 
BRING REPEAT ORDERS 


Standard Reamers have those qualities which build up a 
solid structure of customer satisfaction and bring those 
repeat orders so important to distributors and salesmen 


HARD —they retain cutting edge far longer, assuring 
precision and increased efficiency. 

TOUGH —they stand up under hard driving without 
breakage. 

FLUTES —designed to prevent chatter, assure smooth 
cutting and precise sizing of holes. 


TRY STANDARD REAMERS ON YOUR PARTICULAR 
CUSTOMERS 


THE STANDARD TOOL (0. 


CLEVELAND, OHIO 
CHICAGO 


NEW YORK DETROIT 








and dirt drawn into the dust-provof 


| bag. This design prevents the heavy 
| materials from passing through the 


| blowing. 


fan and injuring the fan blades. The 
removable type motor permits quick 
changeover from vacuum cleaning to 
The machine has a Uni- 
versal one horse-power motor (110, 
220 or 250 volts) and a 7-inch fan, 
which creates a vacuum of 463 inches 
water lift. When used as a blower, 
it delivers a steam of dry air at nozzle 


| of 25,200 feet per minute. Special at- 


| lacquers, 


tachments are available to permit use 
of the machine in a variety of opera- 
tions, including spraying of paint, 
insecticides and _ other 
liquids. The weight of the unit is 
40 pounds, with a shipping weight 
of 71 pounds. —Ideal Commutator 
Dresser Company, Sycamore, Illinols. 
MILL SUPPLIES, August, 1935. 


Portable Electric Tool 





® A PORTABLE electric tool known 

as Model “M” has been designed 
for use in removing paint and all 
other accumulation from steel in 
preparing the surface for continued 


| use. The component parts of this 


tool consist of graded aluminum cast- 
ings, 15 feet rubber lead wire with 
protected ends, rubber rollers, switch, 
hardened ground driving. worm, 
bronze worm wheel, felt seal pro- 


| tected ball bearings, adjustable depth 


shoe to gauge cutter contacts, and 
steel safety guard. Specifications are 
1,600 r.p.m., 4 horse-power Universal 


| type motor, 110 or 220 voltage, alter- 


nating or direct current. One of the 


| special features of the tool is its four 
| handles, designated as rear grasp 
handle, front spade handle, side grip 


| greater value 


handles, making its operating use of 
and providing the 
operator with more ease in handling. 


| —“Berg” Cleaning Tool Division, The 


Concrete Surfacing Machinery Com- 
pany, Cincinnati, Ohio. MILL SUP- 
PLIES, August, 1935. 


Helical Gear Reduction Unit 


| @ A HELICAL gear reduction unit 


known as “Lectrigear” is made in 


| sizes ranging from 3 to 2 horse-power. 


Standard footless motors are used 
without any changes in shaft or bear- 
ings, and the unit can be furnished 
either with or without motor. Any 
standard type motor can be used and 


' the manufacturer states that the unit 
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may be purchased without the motor | 
and assembled later with another | 
motor. An adapter plate fits each 
make and size of motor and bolts) 
directly to the housing with four cap 
screws. The housing is oil tight with | 
splash lubrication. — The Ajax) 
Flexible Coupling Company, West- 
field, New York. MILL SUPPLIES, | 


August, 1935. | 


Portable Pump 





© A NEW, portable, self-priming, 
centrifugal 3-inch pump weighs 88 
pounds complete with a built-in, air- 


cooled gasoline engine. This pump 
handles 15,000 gallons per hour, has 
a suction lift of 28 feet. Built to 


handle muddy water with solids, it is | 


said to operate economically and is so 
easily portable that is is adapted to 


emergency, quick and certain peak | 


production jobs. It can be carried in 
an ordinary pleasure car or a service 
man’s trucks. Main parts, such as 


body, crank case and end plate, are | 
made of special abrasion-resistant | 


aluminum alloy, weighing, it is 
claimed, only a third as much as 
cast-iron.—Homelite Corporation, 63 


Riverdale Avenue, Port Chester, New | 


York. MILL SUPPLIES, 
1935. 


Hand Soaps 


© AFTER two years of development 

and trial in various types of in- 
dustries, a new line of powdered and 
paste hand soaps has been announced. 
Imported Italian pumice is used for 
the abrasive, and a pure white soap 
is the base to which is added special 
healing and cleansing ingredients, ac- 


August, 


cording to the manufacturer. The | 


paste soaps are packed in one- and 
three-pound cans, and the powder in 
eight-ounce sifter cans; five, 10 and 
50-pound bags.—Time Saver Chemical 
Company, Chicago, Illinois. MILL 
SUPPLIES, August, 1935. 
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This Message ss Vddsedsed to Lunkenherme' 
Distributors and The Salesmen 





Lunkenheimer Advertising 


IDA's 


CRITERIA 


SOUTHERN. 
POWER 





SELL QUALITY - SELL LUNKENHEIMER 


Prepares the 
Way......- 


Distributors who sell Lunken- 
heimer sell to responsive buyers. 
A reason for this is that the sales 
ground for Lunkenheimer prod- 
ucts is broken and prepared in 
advance by Lunkenheimer adver- 
tising. 

Leading trade publications 
carry Lunkenheimer advertising 
regularly. Close to a half-million 
is a conservative estimate of the 
reader coverage. 

Lunkenheimer advertising not 
only directly influences the buy- 
ers you contact regularly, but 
reaches those seldom-interviewed 
company executives whose de- 
cisions frequently carry much 
weight in determining what 
equipment shall be purchased. 

The doors of industrial buyers 
are opened to you by Lunken- 
heimer advertising and Lunken- 
heimer prestige. When you pre- 
sent your facts to drive home the 
sound economy of “Standardiz- 
ing on Lunkenheimer,” you find 
your prospects in a_ receptive 
state of mind. As a result your 
opportunities to build profitable 
enduring business, and a friendly 
relationship with your cus- 
tomers, are materially enhanced. 


IHE LUNKENHEIMERC. 


—= “QUALITY == 
CINCINNATI, OHIO. U.S.A. 


NEW YORK CHICAGO BOSTON 
PHILADELPHIA SAN FRANCISCO 





EXPORT DEPT. 318-322 HUDSON ST, NEW YORK 
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FIBRO 
FORGED 


SCREWS 


a FORGED 
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SCREWS 





When 


Your 





Cap 
Screws 


Customers 
are told of 
Continuous Fibers 


hey realize 
Screws are better 


at once why Fibro Forged 
and stronger. 

know, Fibro 
are the results of an entirely new manu- 


As you Forged Screws 
facturing process 

Distributors appreciate the Holo- 
Krome clear-cut Distributor Policy, the 
Sales Plans, available 
to progressive distributors ; the profitable 
spread and the protection given to Holo- 
Krome Distributors 


Holo-Krome Distributors are profiting 


modern always 


by this sound, progressive platform. 


You, too, may profit 


Write for particulars. 


HOLO-KROME SCREW CORP. 
BRISTOL, CONN. 
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Pipe 
Plugs 





Set Screws 





Stripper Bolts 


FIBRO 
FORGED 


TRADE MARK 


SCREWS 
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‘Inverted Bucket Steam Trap 





© AN 


inverted 
complete 
fittings necessary for installation on 


bucket steam trap 
for installation, no pipe 


a steam line, has been announced, 
known as the Super-Silvertop. The 
trap has two inlet connections at right 
angles which permit it to be used as 
an elbow or straight in line. The 
bucket is guided on a_ hexagonal 
tube which, it is claimed, makes a 
knife-edge contact eliminating all 
friction. This guide arrangement 
keeps all parts in proper alignment 
and prevents bucket from hitting the 
side walls of case. All working parts 


are made of heat-treated stainless 
steel. The valve and seats are made 


of Anderloy, a hard, tough chrome 
alloy developed to resist the errosive 


action of steam and water.—The 
V. D. Anderson Company, Cleveland, 
Ohio. MILL SUPPLIES, August, 
1935. 


Metallic Gasket 
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® BY PROVIDING the faces of this 

gasket with crossed ductile and 
resilient raised ribs, which under very 
small bolt pressure are said to set 
themselves into tight contact even on 
imperfect flange faces, this Multiseal 
gasket is able to withstand extreme 
pressure, temperature change and 
vibration. It is designed to produce 
perfect tightness with only 30 per 
cent as much contact surface as on 
a plain flat metal gasket. The manu- 
facturer claims that this type of 
| gasket is more resilient than flat solid 
metal gaskets and this new construc- 
tion offers a simple and very effective 
means of producing and maintaining 


AZZEZzZ2Z ZZ 
Se Gadd ate 





STANDARD 





Ae 
J NEW / 





"TRIMO-ALLOY’ 
PIPE WRENCH 


The introduction of all-alloy steel 
construction in a pipe wrench upset 
all old time ideas about safety and 
strength. 
wants up-to-date value and quality 
there is only one pipe wrench to 
carry and recommend — the new 
all heat-treated, all drop-forged, 
ali alloy steel Trimo-Alloy identi- 


fied by the red tag. 


TRIMONT MFG., CO., INC. . 
ROXBURY (BOSTON), MASS. ’ 





For the customer who 





Leaders in pipe tools 
for 50 years 


TRIMO 


MILL SUPPLIES 
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the correct surface and_ thickness. 
Multiseal gaskets are available as 
solid copper, steel, armco iron, alu- 
minum or lead, or as a metal shell 
with asbestos filler, and in any cir- 
cular, elliptical or special shape.— 
Goetze Gasket and Packing Company, 
New Brunswick, New Jersey. August, 
1935. 


Electric Bench Grinder 











© ANNOUNCEMENT is made of a 

new 4 hp., double end, 7-inch by 
j-inch wheel, motor driven’ bench 
grinder. According to manufacturer, 
this new grinder is sturdily built 
throughout and is suitable for many 
light tool and miscellaneous grinding 
jobs. It is equipped with ball bear- 
ings with wheels, excluding dust and 
grit. Grinder is made for 115 and 
230 volts direct current with an im- 


proved split phase motor, while 220) 


and 440 volt, three-phase grinders 


are equipped with squirrel cage mo- | 


tors. — The Hisey- Wolf Machine 
Company, Cincinnati, Ohio. MILL 
SUPPLIES, August, 1935. 


Sealing Compound 





© “TITESEAL,” a sealing compound, 

can be supplied lightweight for 
sealing finely machined joints, gaso- 
line line joints, rust and corrosion 
prevention on threads, studs, battery 
terminals, and so forth; medium 
weight for general gasket use, water 
pump packing filler, rubber hose con- 
nections and sealing one side ma- 
chined joints, and heavy weight for 
heavy gasketing, general calking, 
sealing automobile tops and eliminat- 
ing squeaks and noise between wood 
and metal joints. It is said to per- 
manently seal leakage of gas, vapor, 
oil, gasoline, steam, water, grease, 
alcohol, glycerine and special anti- 
freeze solutions. — The Fostoria 
Pressed Steel Corporation, Fostoria, 
Ohio. MILL SUPPLIES, August, 
1935. 
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3. Belmont advertising 
leading industrial magazines. 


‘There is a Belmont 
Packing for 
Every Service’’ 








and the plan 


— that makes them 


easier to sell— 


Belmont Packings are easier to sell~ be- 
cause of the Belmont quality and a def- 
inite, practical, common sense sales plan 
which backs up the distributor. 


The quality of Belmont Packings has never 
been questioned. They perform con- 
stantly and faithfully—under all conditions 

they are made by the most up-to-the- 


minute scientific processes and of the finest materials. 


distributors’ sales efforts is the Belmont Sales Plan and its 
he three chief elements are 


1. The Belmont Catalog with its comprehensive service recom- 
mendations that tell you what packing to sell for each job. 


2. The Belmont Sample Kit containing samples of all major types 
to enable you to demonstrate the Belmont quality 


consistently, month in, month out, in 


If you are not already a Belmont Distributor, write to us for complete details 
of the Belmont Plan. 








THE BELMONT. PACKING & RUBBER CO. 


BUTLER « SEPVIVA STREETS 


PHILADELPHIA, PA., U.S. A. 
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Are your best prospects 
snubbed by the line you carry? 


OU wouldn’t think of snubbing a good prospect. 
And you wouldn’t want the companies you are repre- 
senting to do it either. 


Yet many manufacturers persist in high hatting their 
prospects without being aware that they are doing so. 
They ignore, they pass by, they snub good prospects 
when they withhold information about their products 
and policies. When they fail to use advertising to en- 
lighten their prospects as to the benefits of their prod- 
ucts they say in effect, “Our prospects know us and if 
they want what we make they’ll come to us and let 
us know.” 


Advertising in “Factory” takes much lost time right out 
of the picture because it works hand in glove with dis- 
tributors. It makes your good salesmen better because 


FACTOR 


it frees them of the detail of explaining policy and prod- 
uct. It prepares their way for calls on prospects. It 
enables them and enables you to call on more prospects 
in the territory. 


And it costs manufacturers very little—less than a cent 
per call, to be definite—to help you get sales this way. 
If the manufacturers you represent are already advertis- 
ing in “Factory” then you can be assured that they are 
doing their best to steer the territory’s big orders in 
your direction. 


Look over recent issues and see how the country’s lead- 
ing manufacturers use “Factory” as an integral part of 
their selling machinery. We'll send sample copies if 
you wish. 


MANAGEMENT and MAINTENANCE 


A McGRAW-HIULL PUBLICATION 


330 WEST 42nd STREET, NEW YORK, N. Y. 


MILL SUPPLIES 
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Pipe Tong 





® A SINGLE jaw double-acting tong | 


for use on both pipe and fittings 
known as the “Gardnerench.” It is 
reversible without removing chain 
and has five parts including re- 
placeable jaw. Manufacturer states 
it has a minimum crushing effect on 
pipe because chain and pipe are in 
same plane. Is made in same lengths 
and numbered same as pipe wrenches, 
the use of which it replaces. Tool 
is light in weight and perfectly 
balanced.—The Billings and Spencer 
Company, Hartford, Connecticut. 
MILL SUPPLIES, August, 1935. 


Gas and Air Purifier 





@ A PURIFIER for conditioning air 
or gas with a glass shell through 
which any accumulated oil, moisture 
or dirt can be readily seen has just 
been announced. The unit has a 
series of perforated plates and 
strainers for removing foreign sub- 
stances from air or gas lines, making 
the unit particularly desirable for 
paint spray equipment where the 
air to the spray gun must be 
dry and clean at all times. The 
purifier has very few parts and can 
quickly and easily be disassembled 
for cleaning. It is equipped with a 
full size, 3-inch diaphragm regulator 
having a graduated gauge, making 
the unit compact.— The Alexander 
Milburn Company, 1416 West Balti- 
more Street, Baltimore, Maryland. 
MILL:SUPPLIES, August, 1935. 
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THIS 79 YEAR OLD COMPANY HAS JUST ISSUED A DONNELLEY COM- 


PILED CATALOG TO GIVE THE BUYERS AN UP-TO-DATE 


THEIR PROGRESSIVE HOUSE. 


PICTURE OF 


* A new veneral Catalog will translate your 


customers’ needs into terms of your goods. 


* It will increase your turnover without in- 


creasing your inventory. 


* It will cost you nothing to investigate the 


profit possibilities of a new catalog. 


R. 


350 


R. 


EAST 


DONNELLEY 
TWENTY-SECOND 


& SONS 
STREET. 


i, 
CHICAGO 





81 











MANUFACTURERS 


TELL US 


Of personnel changes, new sales plans, new literature, 
changes in quarters, new distributors appointed, and other 


facts of interest 





Bethlehem Steel Opens 
Savannah Warehouse 


® A complete line of sheets and 

wire products manufactured by 
Bethlehem Steel Company, Bethle- 
hem, Pennsylvania, will be carried 
in the new warehouse 
acquired by the 


recently 
company in 


Savannah, Georgia. The ware- 
house is located at 532 Indian 


Street, adjoining the Savannah 
Terminal Company tracks of the 
Central of Georgia Railroad, and is 
a two-story brick building, 80 by 
200 feet, containing 32,000 square 
feet of floor space. 


Kennedy Valve Appoints 
Texas Representative 
® The Kennedy Valve Manufactur- 
ing Company, Elmira, New York, 
has appointed Thomas C. Swope as 
its Texas and Louisiana representa- 
tive, with headquarters at Beau- 
mont, Texas. 

Mr. Swope will handle the sale 
of Kennedy bronze and iron body 
gate, globe, angle and check valves, 
cast iron flanged pipe fittings and 
flanges, and malleable iron and 
bronze screwed pipe fittings for oil 
wells, refineries, pipe lines, indus- 
trial plants and buildings, water 
gates for municipal water supply 
and sewage disposal systems, and 
fire hydrants. 


Organization Changes Made 
by U. S. Rubber 


@ W. S. Long, formerly manager 

of mechanical sales in the Seattle 
district for United States Rubber 
Products, Incorporated, has been 
transferred to the Los Angeles dis- 
trict as manager of mechanical 
sales at that point. ©. W. Gilmer 
has been appointed manager of me- 
chanical sales in the Seattle district 


to succeed Mr. Long. He was 
formerly a salesman in the San 
Francisco district. 


Announcement has also been 
made by United States Rubber 


Products, Incorporated, Mechanical 
Goods Division, of the transfer of 
its New Orleans branch office from 
202 Fulton Street to 440 Canal 
Street. 


Harry Hayes Representing 
Coffing Hoist 

@ F. W. Coffing, president of the 

Coffing Hoist Company, Dan- 

ville, Illinois, 


announces the ap- 





HARRY N. HAYES 


pointment of Harry N. Hayes as 
factory representative, with head- 
quarters in Chicago. Mr. Hayes 
will contact distributors through- 
out the North Central states. 

Mr. Hayes was formerly with the 
Chisholm-Moore Hoist Corporation, 
which he served in a sales capacity 
for five years. He has an excellent 
background acquired through con- 
siderable engineering and mechani- 
cal experience on railroads and in 
general manufacturing. 








Some of the 172 specially gray-paint- 
ed hand freight trucks, trailer trucks 
and baggage barrows manufactured 
by The Fairbanks Company, New 
York City, for use on The Norman- 
die, the World’s largest ship. These 
trucks have steel straps on both the 
front and back of the frames, with 
rubber bumpers to protect baggage 
and semi-steel wheels with rubber 
tires. 


Medart Company Issues New 
Transmission Catalog 


@ The Medart Company, St. Louis, 

Missouri, has just released its 
general transmission catalog No. 
56-T, superseding Catalog No. 43. 

In addition to the information 
contained in the old catalog, many 
new items have been added, such as 
flexible pin couplings, flexible chain 
couplings, flange couplings, Tri- 
part keyless couplings and forged 
steel Universal couplings. 

The book also describes in detail 
the different.types of “V” groove 
friction clutches, belt tighteners, 
Medart short center automatic belt 
adjusters, bicycle type hoisting 
sheaves and manila rope drives. 

Complete specifications, dia- 
grams, sketches, photographs and 
price-lists for each item are also 
contained in the book. 


Gilmer Holds Distributor 
Sales Meetings 


@® The selling organizations of 
four eastérn mill supply dis- 
tributors were guests of the L. H. 
Gilmer Company, Tacony, Philadel- 
phia, at sales meetings recently. 
The distributors who participated 
in these meetings were Hinds and 
Coon Company, and the 
Brierly-Lombard Company, Wor- 
cester, Massachusetts, at a joint 
gathering in Boston; Stacy Supply 
Company at Springfield, 


Boston, 


Massa- 
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POWER 
TRANSMISSION 
EQUIPMENT 


More Sales Helps for 
MEDART AUTHORIZED DISTRIBUTORS 


In line with its progressive policy of giving its Authorized Distributors every 
constructive sales assistance, Medart announces these three Engineering 
Sales Catalogs. They add definite value to The Medart Distributor Policy. 


POWER TRANSMISSION EQUIPMENT .. . Contains complete details of Mechanical 
Power Transmission Equipment— Pulleys, Bearings, Clutches, Couplings, Hangers, Shaft- 


ing— Dimensions, Specifications, Engineering Tables and Data. 


GEARS AND SPROCKETS ...The Complete Gear Line —Spur, Bevel, Miter, Mortise, 
Spiral Worm, Friction, Spur Racks, Sprockets — Pattern Molded, Machine Molded and 
Cut... Cast Iron, Semi-steel, Steel and Bronze... Fabroil and Textolite, Non-Metallic 


... Also Special Gears. 


V-BELT DRIVES... Full Engineering and Dimensional Data for economical application 


of V-Belt Drives to any type of Mechanical Power Transmission. 


THE MEDART COMPANY, General Offices and Works: 3514 DeKalb St., St. Louis, Mo. 


Engineering Sales Offices: Cincinnati, Cleveland, New York, Philadelphia, Buffalo, Chicago, Pittsburgh, 
New O-leans, San Francisco, Los Angeles, Dallas, Denver, Charlotte, Birmingham, Milwaukee 
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THE 
CHAMPIONS 


The one that wins is the 
champion. 


The one who brings in the 
orders is also a champion. 


So be a champion and sell 
the champions. 


POWER KING 


BADGER 
POWER BOY 


BADGER and 
NEW BADGER 
Car Movers and 
ADVANCE 
SAFETY CAR 
__wRENCHES— 


Follow the Winner 


The ADVANCE CAR 
MOVER CO., Inc. 


Appleton, 














Wisconsin 


CANADIAN ADVANCE CAR MOVER CO., 
WELLAND, ONTARIO, CANADA 
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| @ Within 


7 BADGER 


| chusetts, and Appleby Brothers and 
| Whittaker Company at Harris- 
burgh, Pennsylvania. 

The meeting at each point, pre- 
ceded by a dinner, was addressed 
by R. E. S. Geare, vice-president in 
charge of sales and engineering at 
the Gilmer Company. He dis- 
cussed with the men the sales and 
engineering features of the com- 
pany’s products. Representative 
engineers from local manufactur- 
ing concerns were also present at 
these meetings. 


Aluminum Industries 
Appoints New Distributors 


the past few weeks 

Aluminum Industries, Cin- 
cinnati, Ohio, has appointed four 
new distributors to handle the 
Permite Aluminum Paint line as 
follows: Syracuse Supply Com- 
pany, 314 West Fayette Street, 
Syracuse, New York; W. E. Pruden 
Company, Incorporated, 260 West 
52nd Street, New York City; Lake- 


shore Corporation, 1922 Peck 
Street, Muskegon, Michigan, and 
The Manufacturers Rubber and 


Supply Company, Akron, Ohio. 


Imperial Brass Announces 
Two New Catalogs 


@ Imperial Brass Manufacturing 


Company, Chicago, announces a 


new 50-page, two-color catalog, 


pany’s lines of refrigeration fit- 


tings, valves and service tools. The 
fittings are illustrated in brass and 
aluminum colors, and the catalog 

















DECISION 
I HAVE NEVER 
REGRETTED” 

This is typical of the way jobbers 


ARRO EXPANSION 


Allied Products once 


feel toward 
BOLTS and 
they have put this quality line to the 
And here are the reasons 
The ARRO Line is complete to 


meet every customer requirement 


sales test. 


| ARRO Expansion Bolts are of mod- 


ern, progressive design, cadmium 


| plated to resist rust, moisture, oxy- 
which covers completely the com- | 


gen and strong alkalies — quality 
materials insure sturdy, lasting con- 


struction. Yet the cost is no more 


| than for ordinary expansion bolts. 





Walter Siegerist, president of The 
Medart Company, St. Louis, Mis- 
souri, snapped informally, as he re- 
laxed after a hard day at the office. 
As will be noted, Mr. Siegerist en- 
joys reading in his spare moments. 


Check into this fast selling, rapid 
Let The ARRO Line 


show what it can do for you 


moving line. 
in 
boosting sales. Write for catalog 


and jobber’s private discount sheet. 


ARRO EXPANSION BOLT COMPANY 
MARION, OHIO 


Originators of Cadmium Plated Expansion Bolts 


ARRO 


REG. US. PAT. OFF. 


EXPANSION 
BOLTS 


And Allied Products 
SOLD ONLY THROUGH JOBBERS 





MILL SUPPLIES 
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W. C. Waldo, Allen Manufacturing 
Company and W. P. Goudie, Boyer- 
Campbell Company, Detroit, Michi- 
gan, at the recent Triple Mill Supply 
Convention at Pinehurst. 


contains cross-sectional drawings 
of various fittings and valves for 
engineering and layout work. The 
company also announces publica- 
tion of a revised edition of its 
catalog on Imperial paint spray 
equipment. This catalog covers 
completely the Imperial lines of 
spray guns, water and oil separa- 
tors, compressors and accessories. 


New Catalog Issued by 
Winter Brothers 


@ A new catalog, Number 17, has 

just been published by Winter 
Brothers Company, Wrentham, 
Massachusetts, covering its line of 
taps, dies and screw plates. It is 
in hand-book size with black, silver 
and blue cover. 

The book contains three sections, 
one on carbon steel taps, one on 
high-speed steel taps and one on 
dies. In addition there is a section 
devoted to useful information for 
users of threaded tools and tables. 
The book is fully illustrated and 
dimensions and _ price-lists are 
given. 


Maurey Company Completes 
Addition to Plant 


® Maurey Manufacturing Com- 

pany, Chicago, has completed 
construction of a two-story addi- 
tion to its plant greatly facilitating 
its manufacturing activities. The 
company manufacturers _ single 
groove and steel V-pulleys and ad- 
justable pitch V-pulleys. 
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Sturdy Steel Ousts 
Wood 





Patented 
Patents Pending 


= 


‘“‘Hallowell’? Work-Bench Of!Steel 


The ready-made, shipped out of stock “HALLOWELL” 
Steel Bench Equipment has already made such head- 


way that you ought to give it serious consideration in 
case you haven’t done so. 


The “HALLOWELL” Line is an_honest-to-goodness 
money maker, but as this space is entirely too small 
to tell you all about it, be sure to write us for our 


BULLETIN 445 and others 


And our many salesmen continually working with and 
for Dealers to increase their sales, demonstrate that 
we practice what we preach—Co-operation. 








OUR BEST SELLERS 


*“HALLOWELL” Steel Work-Benches 
*“HALLOWELL” Steel Work-Tables 
*HALLOWELL” Steel Work-Benches, 

Semi-Purtable 
“HALLOWELL” Steel-Wool Work-Benches 
“HALLOWELL” Steel-Wood Work-Tables 
“ILALLOWELL” Steel Bench Drawers 
*““HALLOWELL” Steel Chairs 
*“HALLOWELL” Steel Stools 
*“HALLOWELL” Foremen’s Desks 
*HALLOWELL” Steel Shop-Furniture 
*“HALLOWELL” Steel Floor Trucks 
“UNBRAKO” Hollow Set Screws 
“KNURLED UNBRAKO” Socket Head Cap Screws 
*“UNBRAKO” Stripper Bolts 
“UNBRAKO” Pipe Plugs 


Power Transmission Appliances 























STANDARD PRESSED STEEL CO. 














BRANCHES 


BRANCHES 
aor JENKINTOWN, PENNA. peas 
DETROIT Box 519 ST.LOUIS 
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Easy 


to sell 


. . . because easy to 
install and operate 


Mill supply houses that handle 
Kennedy Valves and Pipe Fittings 
find that these products make 
friends quickly and permanently. 
Kennedy Valves and Pipe Fittings 
are not only attractive in appear- 
ance, design and finish, but what 
is even more important, they can 
always be depended upon to serve 
long and faithfully. Warehouses 
in principal industrial centers 
served by the two large Kennedy 
plants maintain large stocks of all 
standard types and sizes. 


The Kennedy Valve Mfg. Co. 
Elmira, N. Y. 


KENNEDY 


VALVYES~PIPE FITTINGS~FIRE HYDRANTS 



















SUPPLY 
HOUSES 


DIXON’ 
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SEND FOR 





WHAT A SLICK LITTLE 
- 2, ADGET THIS IS 1 § 
y 7 DIXON’S GRAPH-AIR GUN 


“WE PIPE FITTERS 
WHO USE DIXON'S 
ALWAYS HAVE LUCK 
m) WITH OUR JOINTS” 


“We like it for the EASE and 
SPEED in making and unmaking 


joints — even years later.’’ 
* 


Goes 4 times as far as Red or White lead. 


For steam, water, air, acid, alkaline pipe 


lines. 
- 


Write for circular C-71 


JOSEPH DIXON CRUCIBLE CO. 


Jersey City New Jersey 







CIRCULARS 





Leonard Price Promoted by 
Thermoid Rubber 


@ Leonard Price has been pro- 
moted to supervisor of mechani- 
cal rubber goods sales for the 
Pacific Coast division of the 
Thermoid Rubber Company, Tren- 
ton, New Jersey. His headquarters 
will remain in Los Angeles, and his 
supervision of mechanical rubber 
goods sales to the oil industry will 
continue as in the past, but his 
duties will be enlarged to take in 
industrial sales as well. L. E. 
Kitson has been transferred from 
Thermoid’s automotive _ replace- 
ment division to district manager 
of the mechanical rubber goods 
division on the Pacific Coast. He 
will succeed Mr. Price in the local 
Southern California territory. 


Paasche Airbrush Appoints 
Distributors 
@® The Paasche Airbrush Company, 
Chicago, has appointed’ Ray- 
mond E. Hicks Company, Oklahoma 
City, Oklahoma, and Still Company, 
Pittsburgh, to distribute its line of 
airbrushes, spray equipment, com- 
pressors, ventilating units and 
automatic airfinishing machines, in 
their respective territories. 


Nason Company Merges With 
Behrer and Company 


@ On June 1, the plumbing and 

steam supply business conducted 
by Nason Manufacturing Company, 
New York City, was merged with 
Behrer and Company, Incorporated, 





C. W. Bellingrodt, Heller Brothers 
Company, cross-country traveler, 
suggests to Arthur Heller that he 
smile and relax his Annapolis 
rigidity. 
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L. A. Parker, who covered the Chi- 
cago territory for Skilsaw, Incorpo- 
rated, the past two years, has been 
transferred to Cleveland covering the 
Ohio and Southern Detroit territory. 


and wll be known as Behrer-Nason 
Company, Incorporated, with offices 
in New York City at 77-81 Beek- 
man Street. The company will also 
have offices in Long Island City, 
Mineola, New York, White Plains, 
New York and New Brunswick, 
New Jersey. 

Raymond Seabrook, president of 
the Nason Company, John Harmon, 
vice-president and Thomas F. Lar- 








kin, secretary-treasurer, will retire 


WINTER TAPS ARE 
DEPENDABLE TAPS 


Accurately made, 


Economical to use, 


and Profitable to SELL. 


Sold by leading distributors the country 


over. 


Write for Catalog No. 17 just off the press 


THE WINTER BROTHERS CO. 
WRENTHAM, MASS. 


Division of the Naticnal Twist Drill & Tool Co. 
Detroit, Michigan 





from active participation in the 
business, and the Nason Manufac- 
turing Company will operate merely 
as a holding corporation. 

The Behrer-Nason Company, In- 
corporated, will include the former 
officers and personnel of Behrer 
and Company to which will be 
added many of the Nason Manufac- 
turing Company staff, including 
Messrs. Charles F. Blake, John A. 
Van Wyck, David E Allen, Albert 
Davis, W. W. Wright and William 
F. Dailey. 

Martin Behrer, who _ founded 
Behrer and Company in 1897, and 
served a; its president through the 
years, will continue to head the 
Sehrer-Nason Company, Incorpo- 
rated. 


Republic Steel Moves 
Buffalo Office 


@ The Buffalo district sales office 
of the Republic Steel Corporation 
has been removed from 475 Abbott 
Road to 1020 Liberty Bank Build- 
ing, according to an announcement 
| by N. J. Clarke. Thomas B. Davies 
continues in charge of the Buffalo 
Sales office as district sales man- 
ager, assisted by the same staff. 
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Real Profits.. 


Because there is no other 
product like it.... 


85% of Cling-Surface business is automatic repeat 
orders because Cling-Surface is much more than a 
belt “dressing.”” Hundreds of letters in our files tell 
how its use brings savings in power and lubrication 
costs, reduces labor cost and overhead, and adds years 
to belt life. 

Actual plant figures show reduced belting costs as 
much as 61% compared to ordinary belt dressings. 
50,000 plants throughout the world will use no other 
belt treatment. 

For these reasons, distributors find profits in Cling- 
Surface unequalled in items of this type. Write for 
complete details to Cling-Surface Company, 1017 
Niagara Street, Buffalo, New York. 


CLING- SURFACE 
BELT PRESERVATIVE 
Preserves power belts—prevents slipping 
In four densities and in Bars, packed in 


tins and drums up to 60 gallons, sold only 
through mill supply distributors. 
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Here’s a chance to make 
some extra money this 
year. Every day you are 
calling on prospects for 
the 


CLEMENTS-CADILLAC 


BLOWER - SUCTION CLEANER - SPRAYER 


It is a cleaning and safety tool that 


| 


| 


Medart Appoints New 
Distributors 


| 
@ The following distributors have | 

been appointed by The Medart | 
Company, St. Louis, for the distri- | 
bution of its line of transmission | 
equipment in their respective | 
areas: Colossus Industries, Incor- | 


porated, Shreveport, Louisiana; | 
| Hollis and Company, Little Rock, | 
| Arkansas; Orr Iron Company, | 
Evansville, Indiana; Henry A. 


should be in every plant because of the | 


fire hazard in accumulated dust and 
lint, which also causes friction losses 
and shortens the life of machinery, mo- 


tors, generators and other equipment. | 


The Clements-Cadillac is a combination 
blower, suction cleaner and sprayer. It 
is ball bearing and needs no oiling. It is 
nationally advertised. Take one out 
every day, demonstrate it and sell it to 
the first taker. A sale a day will help 
you exceed your quota. Why not try 
it? Write for prices. 


CLEMENTS MFG. CO. 


6650 Narragansett Ave., CHICAGO, ILL. 





THREE Good Denes 
for SELLING 





BAND SAWS 


1. WIDE MARKET. Every metal work- 
ing plant is a prospect for this modern eco- 
nomical unit. 
tenance work as well as in production jobs. 


2. SELLS ITSELF. Users want demon- 


strated time and cost saving equipment. | 
This metal-cutting saw shows savings up to | 
50% greater accuracy and lower blade cost. 


3. TIME TESTED. 


has produced a sale. 


Every trial installation 
Satisfied and enthusias- 


tic users will help you sell other prospects. | 


our profits. 
Wells Band Saws build 


Don't miss this chance to add to 
Write today for details. 
up sales volume! 


MANUFACTURING CO. 


315 Seventh Ave., Three Rivers, Miéh. 
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Used in toolroom and main- | 


Petter Supply Company, Paducah, 
Kentucky and State Machinery and 
Supply Company, Des Moines, | 
Iowa. 


Haskins Publishes New 
Tap Thread Chart 


@ The R. G. Haskins Company, 

4636 Fulton Street, Chicago, is 
offering to users of tapping equip- 
ment a new “Per Cent of Thread” 
chart, which is notable for the com- | 
pleteness of its data. 


Goodrich Appoints 
Rochester Distributor 


@® The B. F. Goodrich Company, 
Akron, Ohio has _ appointed | 
Erskine - Healy, Incorporated, | 


Rochester, New York, as its dis- | 


| tributor for the Goodrich line of 


| mechanical 


BST A SO 





rubber goods in that | 


territory. 
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FLEXIBLE SHAFT 


MACHINES OF QUALITY 


1/, to 2 H. P. 
CAPACITY 


VERTICAL AND HORIZONTAL 
TYPES 


TYPE M7--1 H. P. 





X 
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Sixty types and sizes with attachments for 
many portable operations—on all kinds of 
metal and wood. 


Write for Catalog 


N. A. STRAND & CO. 
Manufacturers 


5001 No. Lincoln St., Chicago 











A Complete 
Line of 
Airfinishing 







INCLUDING— 

AIRBRUSHES, AIR 
PAINTING UNITS, AIR 
REGULATORS, STRIPERS, 
VENTILATING UNITS, ETC. 
For over 30 years PAASCHE has been a 
leader in air equipment for the industrial 
field. This reputation makes Paasche Equip- 
ment easy for you to sell. 


PAASCHE 
AIRREGULATORS 


are indispensable for ac- 
curately controlling airline 
pressure from 150 Ibs. 
down. Replace your cus- 
tomers’ old air regulators 
with Paasche with profit 
to them and yourself. 
ONLY Paasche offers so 
complete a line of air 
equipment with a com- 
plete program of sales co- 
operation. 





Write for prices, discounts and catalog full 
of information to help YOU sell. 


Faschs Hirbrush be 








1902 Diversey Parkway Chicago 
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G. F. “Gus” Fischer of the New York 
sales office of Black and Decker 
Manufacturing Company, with R. D. 
“Bob” Black, sales manager of the 
company, while Mr. Black was on a 
visit to New York City. 


Keystone Lubricating Adds 
New Distributors 


® Keystone Lubricating Company, 

Philadelphia, has appointed the 
following distributors to handle its 
line of lubrication: Cutter, Wood 
and Sanderson Company, Cam- 
bridge, Massachusetts ; Pierce 
Hardware Company, Taunton, 
Massachusetts; Treat Hardware 
Company, Lawrence, Massachu- 
setts; Great Lakes Supply Corpora- 
tion, Chicago, and Elizabeth Hard- 
ware Company, Perth Amboy, New 
Jersey. 


Chicago Eye Shield Brings 
Out New Catalog 


@ The Chicago Eye Shield Com- 

pany, Chicago, announces the 
publication of a new catalog which 
illustrates and describes its com- 
plete industrial line of head and 
eye protection devices. The prod- 
ucts shown include industrial 





goggles, welding helmets, respira- | 


tors and kindred items. 


David Round and Son 
Appoints New Agents 


® The following new agents have 

been appointed by David Round 
and Son, Cleveland, Ohio: A. G. 
Bown, Equitable Building, Denver, 
covering Colorado, New Mexico 
and Wyoming; A. C. Towne, 65 
Knowlton Avenue, Kenmore, New 
York, covering western New York 
territory, and J. K. Porter Com- 
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NATIONAL 


Dynamic Action 


CUTTING TOOLS 


NATIONAL 


TWIST DRILL @ 





A Complete Line of 


TWIST DRILLS, REAMERS, HOBS, 
MILLING CUTTERS, SPECIAL TOOLS 


NATIONAL TWIST DRILL & TOOL CO. 
DETROIT, U.S.A. 
Tap and Die Division: WINTER BROS. CO., WRENTHAM, MASS. 














You GET RESULTS 


with 
MILWAUKEE 
INDUSTRIAL BRUSHES 


“DUKO-BILT” 
TAMPICO 
WHEEL BRUSH 





MILWAULALE CUKVED BACK SOLID BLOCK WIKE BRUSH 





Salesmen become enthusiastic about the Milwaukee line because it enables them to get real 


results. On all three basic sales essentials Milwaukee brushes are in the front rank. 


1. PRODUCT. Milwaukee brushes and brooms are known the country over for their efficient 
performance and economical operation. ... 2. PRICE. Milwaukee quality costs users no 
more (and allows distributors a liberal profit margin)... . 3. MARKET. Every plant uses 
brushes and brooms and the full Milwaukee line includes all types — bristle, fibre, and wire. 


Special brushes made to users’ specifications. 


Do you have full information on this result-producing line of brushes and brooms? 





* %, 
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THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-2236 North 30th Street 
INDUSTRIAL BRUSHES AND BROOMS OF QUALITY 


MILWAUKEE, WISCONSIN 


—FOR PRODUCTION AND MAINTENANCE REQUIREMENTS 
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325 MULTI-FLAME TORCH 


for all types of industrial work 


Surrasce for all kinds of work—heavy or 


light. The burner can be regulated to 
produce an enormous 10-inch blue flame 
or reduced to a small pointed flame for 
light soldering. Triple capacity pump. 
Steel vein liners. Especially efficient for 
work on copper tubing. 


Write for descriptive folder to the 


CLAYTON & LAMBERT Mrs. Co. 


Detroit, Michigan 





Makers of World's Largest Selling Firepots. 





BRASS 






BRONZE 


EVERDUR * MONEL 
STAINLESS » ALUMINUM 


BOLTS-SCREWS-NUTS 


DMVUDDpDT 


Fit users’ re- 
quirements promptly, satis- 
factorily, and profitably, with 
this complete line . . . Har- 
per is your logical source of 


supply on ALL NON- 
FERROUS ITEMS. 


Write for our complete catalog 


€ 
The H. M. HARPER CO. 


2622 Fletcher St. Chicago, Ill. 
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pany, Union Trust Building, Pitts- 
burgh, Pennsylvania, covering the 
Pittsburgh district. 

The company is 
make additional 
the near future. 


expecting to 
appointments in 


H. D. Coleman Dies 


@ Homer D. Coleman, former 

president of the Consolidated 
Brass Company, Detroit, Michigan, 
died at his home in Detroit on 


H. D. COLEMAN 


Tuesday, June 18, after a continued 
illness of almost two years. 

Mr. Coleman was born in Grosse 
Isle, Michigan, 60 years ago. In 
1918 he became president of The 
American Lubricator Company in 
Detroit. When the Sterling and 
Skinner Company and The Ameri- 
can Lubricator Company merged in 
1928 and became The Consolidated 
Brass Company, Mr. Coleman was 
made president of that concern. 


New Packing for 
Expansion Plugs 
@ Wrought Washer Manufactur- 
ing Company, Milwaukee, Wis- 
consin, has introduced a new type 
of paper carton packing for expan- 
sion plugs in quantities ranging 
from 10 to 25 units per box. 


Maewhyte Moves 
Chicago Office 


@® The Chicago branch offices and 


warehouse of the Macwhyte 
Company, Kenosha, Wisconsin, 
were moved on July 1 from 507 
Clinton Street to the newly re- 
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Swi 


FILES of PRECISION 
— DISTRIBUTORS — 





have a decided ad- 
vantage. The line 
is quality—it stands 
the test — it stays 
sold. 





AND 


100% distributor 
sales policy behind 
them. 


We manufacture 
none but Swiss 
Pattern Files. 


AMERICAN SWISS 
FILE & TOOL CO. 
400-416 Trumbull St., Elizabeth, N. J. 


Write for booklet. 








convenient 
souree of 
information’° 


“We are glad to have your 
Directory. It is conven- 
ient to have such a sup- 
ply source available when 
needed.”——-H. M. Snyder. 
general manager, J. T. 
Doremus Company, Pater- 
son, New Jersey. 


@ This letter is typical of many re- 
ceived from distributors and their 
salesmen commenting on the useful- 
ness of the Directory Edition of MILL 
SUPPLIES which is issued annually in 
Mid-December 


MILL SUPPLIES 
the only magazine published for distributors 
and their salesmen 


Directory 
--- Edition 
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modeled Macwhyte Building at 228 we) 


South Des Plaines Street. Stocks 
of Macwhyte wire rope, including ; WA SON 


Monarch Whyte strand, special 


traction elevator cable and _ Hi- Stl LLMAI 

Lastic Spudder lines will be main- 

tained for immediate delivery in = ORS a 

the Chicago area. % Bg we gape DISTRIBUTOR POLICY 
re ic Se Quality First 


Point number one of our distributor policy is— 

“A quality product, rigidly inspected and 

tested.’’ 

We realize, as you must, that real quality In 

a product is necessary to sell a customer 

and keeo him sold. Without quality, price. 

sales help, or completeness of line mean 

little. 

; i xt: All Watson-Stillman products are quality 
. products. 


Through rigid inspection and _ continuous 
tests that quality will be maintained. 


The WATSON-STILLMAN CO., ROSELLE, N. J. 


SHG TAS 


Chisholm-Moore Appoints 
Dallas Representative 


@ Don S. Brisbin, sales manager, 
Chisholm-Moore Hoist Corpora- 
tion, Tonawanda, New York, has 
announced the appointment of 
A. N. Smith, 4916 Abbott Avenue, 
Dallas, Texas, as representative in 
Texas, Oklahoma and Arkansas. 





Brendel Joins Consolidated 


Asheroft Hancock 


® Louis H. Brendel has become as- 

sociated with the Consolidated 
Ashcroft Hancock Company, 
Bridgeport, Connecticut, as  as- 
sistant sales manager of the Han- 
cock Valve Division. In his new 
position, Mr. Brendel will assist 
M. S. Palmer, sales manager, in 
the promotion and sale of a new 
line of valves. For the last two 
years, Mr. Brendel has been an ac- 
count executive with the Suther- 
land-Abbott advertising agency 


and, prior to that connection, he| [im i dee ALLIGATI a R 


? Sat TRADE MARK REG. U.S. PAT. OFFICE 
spent several years advertising and 


selling valves and industrial con- Pi: ‘ ei sf rm > STEEL BELT LACING 


trol equipment. 
publications with a total 
circulation of 3,741,957 


per issue are carrying the 
story of Genuine ALLIGATOR 
STEEL BELT LACING to the user 


in 1935. This is part of our con- 








sistent long-time merchandising 
program. 


Sales of ALLIGATOR STEEL 
BELT LACING are profit 
sales for the jobber and the 
stock turnover is rapid. 
HAMMER TO pa 
APPLY IT” rN FLEXIBLE STEEL 
LACING COMPANY 
4633 Lexington Street 
CHICAGO, ILLINOIS 
In England at 135 Finsbury 
Pavement, London, E. C. 2 





F. W. Coffing, president of the Cof- 
fing Hoist Company, Danville, IIli- 
nois, shown alongside the Chrysler 
in which he makes his record jour- 
neys from point to point. In addi- . 
tion to building and selling hoists, ‘et eal oa 
he enjoys traveling at top speed 
when behind the wheel of a motor. 
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LOWER 
PRODUCTION 
cOsTS 


are made possible by the use of Gardiner 
Flux-Filled Solder. Its uniform high 
quality and perfect flux save time and 
material. En- 
ables both 
expert me- 
chanics and 
inex peri- 
enced help 
to do faster 
and better 
work. 


Gardiner 
Flux - Filled 
Solder is 
made in both 
vile a ci da nd 

Available in 1, 5 and rosin core in 
20 lb. spools. various alloys 
and gauges as small as 1/32 of an inch. 

Because of the latest production 
methods Gardiner Solder costs less 





than ordinary kinds. 


4833 So. Campbell Ave., Chicago, IIl. 


Also makers of solid wire, bar, drop and 
pellet solders and babbitts. 














specialties 
for power 
plants / 


EALERS who sell the 
“Lonergan Line’ get 
daily first-hand proof of 


the sales-creating value of 
Lonergan service and co- 
operation. They know the 
reputation of Lonergan 
steam _ specialties, the 
prompt, careful attention 
that is given to every order. 
They know by experience 
that Lonergan products in- 





sure satished customers 
and lead to a steady flow 
of repeat orders. 
Model KDP . 
Pop Safety Valve Back of every Lonergan 


product is more than a half a century of 
manufacturing experience in the steam 
specialty field. 


Have you our latest catalogue 
in your file? 





J. E. LONERGAN CO. 


213 Race St., Phila., Pa. 














Known to the trade as the “Trimo 


Twins,” William Ferguson and 
George Arnold, both of Trimont 
Manufacturing Company, pause in a 
busy day’s work to pose for a MILL 
SUPPLIES photographer. 


Revised Lubrication 
Equipment Catalog 


@ The revised mid-year 1935 

Alemite Powergun Equipment 
Catalog has just been released by 
Alemite Corporation, Chicago. This 
25-page book presents, in natural 
color, all equipment and accessories 
necessary for every kind of a com- 
| plete lubrication job. 
| and specifications are given and all 
| prices are quoted. 


Link-Belt Appoints Kentucky 
Distributor 


@ Link-Belt Company, Shovel and 

Crane Division, Chicago, has an- 
nounced the appointment of Henry 
A. Petter Supply Company, Padu- 
cah, Kentucky as its distributor of 
Link-Belt crawler-mounted shovels- 
cranes -draglines and track - type 
locomotive cranes. 


New Spray Painting Catalog 
Announced by Binks 


@A_ revised 16-page, loose-leaf 
catalog on spray painting equip- 

| ment and accessories has been an- 
nounced by the Binks Manufactur- 


ing Company, 3114 Carroll Avenue, | 


Chicago, manufacturer of the 


“Thor” line of spray guns and com- | 


plete spray finishing systems. 
Spray guns and all other necessary 
equipment for industrial spray 
| finishing are listed and _ priced, 
| with complete specifications, as are 


Full details | 








belting that 
stays sold... 


—and insures 
repeat business 


HETTRICK’S 
BIG 3 BRANDS 


GENUINE HETTRICK 
stitched canvas belting—the 
standard for over 40 years. 
HETMACO 

Especially serviceable where 
oil, cutting compounds, acids, 
alkalies, and abrasive dust are 
present. 

MALABAR 

The belt for general elevating 
|| and conveying. Dependable 
|| even under severe conditions. 
Show your customers how to save 
money with these three strictly 
high quality belts. Their real per- 
formance, low initial cost and small 


upkeep place them above com- 
petition. 


You will be interested in our re- 
sale price set up and sales plan. 


The HETTRICK MFG. CO. 


Summit at Magnolia Sts. 
TOLEDO, OHIO 


















‘always 
| on 
my desk’’ 





“The Directory Edition of 
MILL SUPPLIES is on my 
desk at all times. Because of 


its condensed form, it makes a 


very handy reference book.” 


| —John B. Hymer, Warren & Bailey 
| Company, Los Angeles. 

@ This letter is typical of many re- 
ceived from distributors and their 
salesmen commenting on the useful- 
ness of the Directory Edition of 
MILL SUPPLIES which is issued 


annually in Mid-December. 


MILL SUPPLIES 


the only magazine published for distributors 
and their salesmen 


DIRECTORY EDITION 
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ESICO 


Industrial 











Electric 
Soldering 


are being 
sold to indus- 
trial plants both 
for production 
soldering and gen- 
eral maintenance 
work, 


They are stocked and 
distributed by reputable 
Mill Supply Houses who 
are appreciative of a sales 
policy which recognizes the 
service which they render the 
user and ourselves. 


ELECTRIC 


SOLDERING IRON CO., Inc. 
342 W. 14th St. New York, N. Y. 








DIRECT 


SQ 
‘COMPARE 


Turning pressure in setting upa Bristo 
Screw is direct. That is, it is circum- 


ferential. It follows the clockwise 
direction in which the screw turns. 
Consequently there is no rounding 
out of the socket, no slipping, no 
fumbling as would be inevitable 
with side-wall pressure,— particularly 
in the smaller sizes. The Bristol 
Company, Waterbury, Connecticut. 


BRISTO 


SOCKET HEAD SET AND CAP SCREWS 
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complete portable spray painting 
outfits, from: the small, general 
utility, one-fourth horsepower size 
to the large, four horsepower, two- 
man outfits. A chart explains the 
correct nozzle set-ups to be used 
with different classes of materials, 
such as oil paints, lacquers, syn- 
thetic enamels, and so forth. The 
correct air pressure and_ the 
amount of air needed per minute at 
the gun are also charted. Other 
technical information and recom- 
mendations on the proper equip- 
ment for various types of users are 
provided. 


Link-Belt Appoints Cuban 
Representatives 


@ Link-Belt Company, New York 

City, has appointed Woodward 
and McMillan, Aptdo. 1691, Edi- 
ficio Metropolitana, Havana, as its 
exclusive representatives for the 
sales of the Link-Belt line of in- 
dustrial elevating, conveying and 
power transmitting chains and ma- 
chinery in Cuba. The firm of 
Woodward and McMillan, organized 
in 1926, is well known throughout 
the island. 


J. Gordon Barr Dies 


| @ J. Gordon Barr, manager of the 


Chicago office of Morse Twist 


Drill and Machine Company, died 


| suddenly at his home in Chicago on 


July 8. 

Mr. Barr joined the company in 
March 1914 and was shortly after- 
wards sent to the Indiana territory 





While on a tour up through New 


England, our photographer caught 
“Ernie” Lamb, Simonds Saw repre- 
sentative in New England, in a re- 
ceptive mood, as witness the smile on 
his countenance. 


products shown at the 








| 
| 


| 


| 


| The 


| distributors. 
| distributor service. 


AIR 
COCKS 


All types and sizes 


Consolidated air cocks are sturdy and 
well designed. They are delivering 
satisfactory and trouble-free service in 
plants throughout the country. .. . 


Use this and other Consolidated Brass 








right to build addi- Consolidated 
tional profitable sales. BRASS 
It will pay you to GOODS 
check over the com- — 

. WATE 
plete Consolidated AIR & GAS 
Catalog and the at- GASOLINE 
tractive distributor pad nsd 
terms under which LUBRICATORS 
these products are OIL # GREASE 
sold. CUPS 





CONSOLIDATED BRASS CO. 


Summit Avenue and the R.R. 
DETROIT, MICH. 








FOUND... 


in almost 
every plant 


Cap screws, set 
screws, coupling 
bolts, or studs are 
found on the pur- 
chasing requisitions 
of almostevery plant. 
Distributors can de- 
velop this highly 
profitable business with 
OTTEMILLER PRODUCTS. 


OTTEMILLER line 
of milled screw machine 
parts is complete for prac- 
tically all purposes, and it 
provides such dependable 
quality that many plants 
have standardized on this 
one source. 






The steady, repeat charac- 
ter of this business makes it 
particularly interesting to 
With 100°; 


The Wm. H. 
OTTEMILLER co. 


YORK, PA. 


We also manufacture Dardelet Thread Screws 
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There’s Business For You 
When You Sell— 


SHERMAN 
BARREL FAUCETS 





FIG. 105—GROUND KEY—LOCK LEVER 


5” and %” sizes 





FIG. 106—SELF CLOSING—LOCK LEVER 


Selid brass handlk theft proof-—easily oper 
ated close with pressure full flow ven when 
barrel is nearly empty ong wearing will not 
leak Made in % inch ze only 


“The Best Yet Made—and a Very Low Price!” 


DISTRIBUTORS— 


Make these two 
: k us for 


lling items pay you prof 
information Quick 
your orders. 


H. B. SHERMAN MFG. CO. 
BATTLE CREEK, MICH. 


it 
servic guaranteed 











Sell Your Customers 
DAGGETT 


BALL BEARING 
LOOSE PULLEYS 


for machines, centers, mules. 
idlers and clutches 
and save them 


@ Time in Daily Oiling 

@ Cost of Lubricant 

@ Cost of Replacements 

@ Power Loss by Friction 

@ Time Loss When Trouble Appears 





Daggett Ball Bearing Loose Pulleys are sim- 
ple in construction and accurately machined, 
and will carry a belt at any working load or 
Bearings are dust- 
proof and require no attention except renewal | 
of lubricant 4 to 6 times a year according to 


speed without heating. 


speed conditions. 


Quick service givee on all orders from dis- | 
Ask for our price list and liberal | 
Our engineers are ready to 


tributors. 
distributor terms. 
assist you in your salea problems. 


CHICAGO PULLEY & 
SHAFTING CO. 


19 No. Desplaines St. 


CHICAGO, ILL. 
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and from there went to the Pacific 
Coast, covering the entire Coast. 
After several years out West, Mr. 
Barr returned to Chicago travel- 


ing in the Mid-West section. In 
1932 when the company opened its 
Chicago office Mr. Barr was placed 
in charge, which position he held 
until his death. 


J. J. Chamblee Dies 


® J. J. Chamblee, southern repre- 

sentative for The Republic Rub- 
ber Company, Youngstown, Ohio, 
with headquarters in Birmingham, 
Alabama, died suddenly of heart at- 
tack on July 20. 

Mr. Chamblee had been with the 
company for a number of years 
and was well known in the south. 


Correction 


@ In an item in the May issue of 

MILL SUPPLIES describing 
centrifugal pumps manufactured 
by Worthington Pump and Ma- 
chinery Corporation, Harrison, 
New Jersey, the name ‘‘Monoblock” 
should spelled 
bloc.” 


have been “Mono- 





Answers to Questions 
on Page 11 





1. Q. When spraying aluminum 
paint, what pressure should be 
used on the air gun? 

A. 35 to 45 pounds. Aluminum 
paint does not ordinarily have a 
heavy body, so high pressure is un- 
necessary to break it up. Spraying 
aluminum paint at high pressures 
wastes material. 


2. Q. What is a 
compound for 
blades ? 

A. Most 
ommend a 
soluble oil, 


good cutting 
power hack-saw 


manufacturers rec- 
cutting compound of 
approximately twenty 
parts water to one part oil. 

3. Q. What two general kinds of 
abrasive are most used in grind- 
ing wheel manufacture and on what 
types of material is each used? 

A. Aluminum oxide and sili- 
con carbide. The first is used on 
materials of high tensile strength 








EAGLE “TWO-IN-ONE” 
GASOLINE & OIL CAN 


WITH FLEXIBLE 
SPOUT AS SHOWN 
OR WITHOUT FLEX- 
= IBLE SPOUT 
Te eye 

d 21/9 and 5-Gal- 
{ == lon Capacity 





| (Cut illustrates 
2% gallon size.) 


WELDED STEEL 
LEAK PROOF CAN 


for gasoline, kerosene and _ other 
liquids; for storage or emergency fill- 
ing. 

Detachable flexible spout eliminates 
the use of a funnel. Flexible spout 
coils on breast of can when not in use 
and is securely held by brass holders. 
Only 30 seconds are required to empty 
the contents of a 5 gallon can, 24 gal- 
lon size proportionately fast. 


JUST ONE OF THE MANY 
CANS AND OILERS 
MADE BY EAGLE 


Mill supply salesmen find that Eagle catalog sheets 
supply real data from which to sell intelligently. 


EAGLE MANUFACTURING CO. 
Wellsburg, W. Va. 

















entire organiza- 


tion uses it...” 


“Your Directory Edition is a 
splendid idea and is bound to be 
of much value, not only to pur- 
chasing departments of supply 
houses, but to their sales and 
operating forces as well. The 
fact that this Directory is given 
such personal distribution not 
only is a help to every depart- 
ment in an industrial supply 
house, but mus: be regarded as 
of considerable value to the 
manufacturer as well. We are 
heartily in favor of this edition 
and hope it will be an annual 
and permanent feature.”—C. A. 
Channon, Vice-president, Great 
Lakes Supply Corp., Chicago. 


@This letter is typical of many re- 
ceived from distributors and their 
salesmen commenting on the useful- 
ness of the Directory Edition of MILL 
SUPPLIES which is issued annually in 
Mid-December 


MILL SUPPLIES 


the only magazine publisnea for distributors 
and their salesmen 


Directory 
--- Edition 
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Get Our LOW 
PRICE on this 2’’, 
10,000 Gal. Size 


JAEGER “SURE PRIME” 


PUMPS SELL FASTER... 
23468” SIZES 


Beat competition, make money’ with 
America’s fastest selling line of compact, 
portable, sure priming centrifugals. Amaz- 


inzly low prices, Write us. 


THE JAEGER MACHINE CO. 


501 Dublin Avenue, Columbus, Ohio 












. of all dry 
cutting, gen- 
eral purpose 


MARVEL No. 1 


hack saws in Capacity: 4x4" 
use today,more MARVEL No. 2 

ns Capacity: 8x8" 
than 80% are Choice of either motor or 
MARVELS. belt drive. 


Complete customer satisfaction, simplic- 
ity, compactness, and sturdier construc- 
tion keep MARVELS working . . . earn- 
ing. Wise machine tool buyers pick a 
MARVEL every time. It’s a safe rule 
for metal sawing. 


The Logical Line to Sell 


Not only because of its universal accept- 
ance, but also because of established 
leaders' in in sawing machines of all 
types (Metal Cutting Band Saws, High 
Speed Saws. and Automatic Production 
Sawing Machines) the MARVEL Line is 


the logical one to sell. 
Write for Catalog 


Armstrong-Blum 
Mfg. Co. 


The Hack Saw People’ 
353 N. Francisco Ave., Chicago, 
U.S.A, 
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|and the second on materials of low 
tensile strength. 


4. Q. How can changes be made 
in a welded piping system? 

A. The welded joints can be 
quickly cut out by using a cutting 
torch. 
5. Q. How does a collet chuck 
differ from other types of chucks? 

A. It is not 
Various collets or 


adjustable. 
adapters are 
supplied for different diameters. 


6. Q. How close together should 


ball bearings be placed on _ line 
| shafting? 
A. When plain bearings are 


replaced by ball bearings, space 
them the same distance as the plain 
bearings. The theoretical spacing 
depends upon load distribution and 
shaft size. Consult your manufac- 
turer’s engineering department. 


7. Q. How should’ globe 
angle valves be installed? 
A. When 


and 


low pressures were 


ito install globe and 
with pressure under the disc. How- 
ever, it 
install 
services 


is now quite common to 
them in high pressure 
with pressure above the 
disc so the pressure will keep it 
tight and the spindle will not 
shorten so much through cooling. 


8. Q. Is it necessary to put on 
a high-speed transmission belt any 
tighter than a low-speed belt in 
order to its rated 
Why? 

A. Yes. 


carry load? 


To overcome the 
higher centrifugal force. High- 
speed belts should be shortened 
more than 34-inch per foot to take 


care of this. 


9. Q. What type of chisel is used 
for cutting off bolt heads? 

A. The correct chisel is what 

is known as a “rivet buster,” which 

has its cutting edge shaped so that 


the edge cuts under the head of | 


the bolt. 


10.Q. What type of vise should 
be sold for maintenance depart- 
ments? 

A. As a general rule, a com- 
bination pipe bench vise is most 
useful in this case. The top jaws 
are used for ordinary jobs while 
the extra pipe jaws will take care 
of pipe fitting and work on rounds. 


prevalent it was common practice 
angle valves | 











FOR SALE— ~ 


but who wants to buy it? 


Your salesmen neei MODERN HOISTS 
to se'l for the coming MODERNIZATION 
of plants. Hoists that will meet the 
usual and unusual needs of present day 
buyers. 

With ROBBINS & MYERS complete line 
for every need, your salesman will never 
walk out without an order because he has 
nothing to offer. 


Write for complete informition and 
BE PREPARED FOR YOUR SHARE 
OF THE HOIST BUSINESS 


Capacities: Electric ‘4 to 10 Ton; 
Hand \, to 40 Ton. 


ROBBINS & MYERS, INC. 


HOIST DIVISION 


SPRINGFIELD, OHIO 


Sold Through Mill Supply Houses 
Everywhere. 

















Announcing 
The New 
Streamlined / 
ATLAS 
Car 


Mover 






New 

Design 

Reduced 

Weight 

Better 

@lf you have not Balance 
received our an- , 

nouncement catalog, Easy 

WRITEFORITNOW. Handling 
APPLETON-ATLAS 

CAR MOVER CORPORATION 


(formerly of Appleton, Wis.) 


2947 No. 30th St. Milwaukee, Wis. 














U.$. TOOLS 





A 
Certified* 
y.S. 

PROFIT- 





U.S.4" 


ER 
BUILD SPECIAL 





Index to Advertisers 
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Advance Car 

Alemite Corp. 

Allen Mfg. Co. 

American Institute of Fair 

Competition 

American Swiss File Co. 

Appleton-Atlas Car “% Corp. 95 
5 


Mover Co. 


| Armstrong-Blum Mfg. 


Armstrong Bros. Tool Co. 
Arro Expansion Bolt Co. 
Atkins & Co., E. C. 

Atlas Press 


| Barnes Co., W. 0. 
| Beaver Pipe Tools 


Ball-Bearing. Chrome- 
nickel alloy steel gears, 
hardened, 
grease. 


running in 


Card Mfg. Co. 





This is the ideal drill to sell for all- 
purpose work. It is more powerful than 
other drills of its size, and is of rugged 
construction, well balanced and easily | 
handled. Ball bearing, of course. 


Distributors can offer users just the type 
of portable drill they require when they 
sell the U.S. line. 15 types and sizes—also 
drill stands and brackets. The world’s | 
greatest range of portable drills. 


The greater power, lighter weight, and 
longer 
U.S. drills make 
your selling jo 
easier. You can 
welcome a show- 
down on per- 


° formance when 


you sell U.S. 
. FULL LINE 


DRILLS 
. ECONOMICAL v4" Midget 
PRICES 


” Regular 


. PROTECTION vty "4" 
. GOOD PROFIT 51a” tea” 


5/16” to 
. SALES AID Special, 


Drill Stands & 
. Brackets 


All Accessories. 


Write for U.S. 
Catalog and 
Sales Terms ... 


The U. S$. ELECTRICAL TOOL CO. 
2498 West Sixth St. Cincinnati, Ohio 


In Canada 
Maple Leaf Electric Tools Ltd., Toronto 


DRILLS -BUFFERS-GRINDERS 


THE STANDARD OF QUALITY 
SINCE 1897 





*Sold under U. S&S. 
6-Ply Certified Dis- 
tributor Plan 


A Sound Foundation 
for Electrical Tool 
Sales and Profits 
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Morse Twist Drill & Machine Co. 


N 


National Twist Drill & Tool Co. 
Nicholson File Co. 


0 


Gebewn Bee. CB. ois cs ecekewes 20 & 21 
Oster-Williams Mfg. Co. 
Ottemiller Co., Wm. H. 


P 


Paasche Airbrush Co. 
Parker-Kalon Corp. 
Plumb, Fayette R. 
Powell Co., Wm. 


Republic Rubber Co. 
Republic Steel Corp 
Ridge Tool Co. 
Robbins & Myers, 
Roper, George D. 


Safety Belt Lacer 
Sherman Mfg. Co., : 
Simonds Saw & Steel Co. 
Standard Pressed Steel Co. 
Standard Tool Co. 

Starrett Co., L. S. 

Strand & Co., N. A. 


Thermoid Rubber Co. 

Thompson & Son Co., = 
Toledo Pipe Threading Machine Co. 
Trimont Mfg. C 7 


U. S. Electrical Tool Co., The... 
Upson Nut Division 


Upson Walton Co 

w 
Watson-Stillman Co. 
Wells Mfg. Co. 
Wickwire-Spencer Steel Co. ..... 
Williams Co., J : 
Winter Bros. 
Wood Shovel & Tool Co......... 9 
Wright Mfg. Co. ‘ 


Yale & Towne Mfg. Co. 


Yarnall-Waring Corp. .33 35 & 36 


MILL SUPPLIES 








